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@ Here is an example of aggressive selling by an 
electrical contractor. He said to the builder, “Let's in- 
stall an ideal electrical job and merchandise it to the 
thousands of people who will inspect this model home. 
It will help you sell homes and help me to get more 
and better wiring jobs.” The idea appealed to the 
builder, so— 

Wiring layout and specifications of the highest 
standards were adopted. A demonstration panel was 
installed in the basement, showing visitors the exact 
wiring arrangement. An attendant explained the ad- 
vantages of adequate wiring— including SQUARE D 
MULTI-BREAKERS. 


HERBERT MILLER, 
owner and manager of the 
Electrical Service Company, 
Brownsville, Pennsylvania. 





(Above) The demonstration panel displayed in 





the basement of the demonstration home. Notice 
that Square D Multi-breakeRs are a major part 
of this ideal layout which provides for future as 
well as today’s requirements. Prospective home 
buyers are quick to appreciate the desirability 
of Multi-breakeRs which eliminate fuses 





That contractor got results. He signed up 
several wiring contracts that meant real 
money. Why not encourage your contrac- 
tors to do similar merchandising jobs? 





and the inconvenience of replacing 


them. They are surprised to learn that 





they cost little, if any, more than ordi- 


nary fusible equipment. 








SQUARE J) COMPANY 


DETROIT- MILWAUKEE -LOS ANGELES 


IN CRNACR: SQUARE 0 COMPANY CRNADR LIMITED. TORONTO, ONTARIO 


CALL IN A SQUARE D MAN 
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It N) Up To You Volumes might be written in 


ustification of the most vigorous prosecution of a pro- 
gram for building our national defense to such strength 
at no foreign nation, dictatorship or otherwise, ever 
ill dare to attack us. 
Nevertheless there are objectors who condemn efforts 
ade to rally the nation solidly behind the defense pro- 
yram, who ridicule the demands for conscription, inten- 
ve training, increased and speeded-up production 
hedules, who pooh-pooh the idea of possible foreign 
vasion of our shores. 
Them we remind that there were many thousands of 
eir own counterpart in Great Britain but a year or 
O ago. 
Today those British objectors find themselves de- 
rived of much freedom of speech, of action, of many 
dinary comforts of life. 
They find their children evacuated to foreign shores, 
eir foods rationed—with quantities and _ varieties 
astically reduced—their motor cars idle in the garage. 
They find time, distance and direction of travel lim- 
‘1; opportunities for amusement or recreation either 
igically curtailed or eliminated; and even conduct 
thin their own homes subject to rules that were estab- 
shed in the interest of defense of the country. 
They find their every action during waking hours 
strained by new rules and regulations, and in their 
‘eping hours they are harassed, disturbed and fright- 
ed by air raid alarms. They live in danger of injury 
death constantly—day and night. 
\t no time in history has the course of current 
ents on one continent of the world sounded so clear 
warning to the nations of another continent as have 
recent happenings in Europe. 
We are thankful that that warning has not gone un- 
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eded here and that we stand dedicated to the task of 


1940 


building our national defense by land and sea and in 
the air into a system that will be sure to defeat all who 
may dare to challenge. 

To gain that objective, will require careful coordi- 
nation of all commercial and industrial activities and 
the wholehearted cooperation of all individuals therein 
engaged. There is no room for objectors or laggards, 
either in business or on the side lines. 

Functioning as the distributor and operating for the 
benefit of American industry a common stock room 
of vital and essential supplies, replacement parts, in- 
stallation and maintenance equipment, the electrical 
wholesaler recognizes in the National Defense program 
an opportunity for new and greater service such as he 
has not had since the close of the World War. 

It will be the constant aim and purpose of this pub- 
lication to hold the electrical wholesaling industry ever 
aware of that great opportunity for service, and to guide 
in the able and efficient acquittal of the tasks and re- 
sponsibilities that it involves. 

We are confident that every individual electrical 
wholesaler and the industry as such will fulfill all that 
can be expected from them in this emergency and by 
their performance will demonstrate once more the use- 
fulness, economy and indispensability of their services. 

We believe that at no time will the wheels of an in- 
dustry, engaged in production of defense materials, 
cease turning through lack of attention or failure to 
perform on the part of a wholesaler. 

We know that in the execution of the National 
Defense program, speed, more speed, and still more 
speed is wanted. We know that with every order 
placed, be it merely for some fuses or carbon brushes 
or for some large connectors, cable, conduit, fittings, 
time will ever be of the essence, and we know that every 
electrical wholesaler knows that “Time is on the wing.” 
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WATERTITE 


Hazard Watertite rubber insulation 
is extremely moisture resisting and re- 
tains its electrical characteristics to a very 
high degree even after prolonged immer- 
sion: (tests on samples kept under water 
for 5 years actually show no loss of insu- 


lation qualities whatsoever). 


Developed originally to meet the severe 


conditions encountered in coal mines, 


Hazard Watertite is exceptionally strong 
and tough having a tensile strength of 


about 2500 lbs. per sq. inch. 


Hazard Watertite conforms to the re- 
quirements of Type RW Wires in the 
1940 National Electrical Code for wiring 
in wet locations (Section 3035). Its use 
permits lighter and less costly cable as- 


semblies and simplifies installation. 


Write for full particulars. 


HAZARD 


INSULATED 


WIRE WORKS 


DIVISION OF THE OKONITE CO. 
WORKS: WILKES-BARRE, PENNSYLVANIA 
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Climbing Construction Reviewing its tabula- 


ons of construction awards for the first 6 months of 
1940, Engineering News-Record points out that the 
tal private awards topped the same period of 1939 
y 24 per cent. 

For those 6 months, volume of industrial building 
wards was 114 per cent higher than in 1939 and 
ommercial building and large-scale housing projects 
‘ored a 6 per cent gain. 

In the wake of the type of construction here reported, 
omes inevitably a huge volume of residential building 
{ all types. 

We submit that all this activity presents potent selling 
| pportunmities to every wholesaler’s salesman who is 
worth his salt, and that regardless of territory. 

But don't wait to have the orders delivered to you 
na silver platter—Go AFTER THEM. 


© 


° 
Fair Trade In Colorado, the question of con- 
tinuance of fair trade and unfair practice legislation is 
to be carried to the polls, will be decided at the 1940 
all elections. 

Petitions demanding repeal were signed by 40,000 
consumers. Organizations supposedly representing 97 
per cent of Colorado's druggists and grocers will fight 
for continuance, 

In support of the latter, undoubtedly will be cited 
he results of a recent survey by the Druggists Research 
bureau, showing that prices on 50 drug store products, 
sold under fair trade laws in 42 states, have declined 
ipproximately 1 per cent compared with pre-fair-trade 





levels. 

We have always contended that existing fair trade 
laws, honestly enforced and with sincere cooperation 
between manufacturers, wholesalers and retailers, can 
e made the vehicle for improving materially that cut- 

roat type of competition now existing in certain 
ranches of the electrical field, and that at no extra 

pense to the public. 

\pparently no manufacturer or group of wholesalers 
is wanted price stabilization badly enough to try get- 
ng it via the fair trade route. The laws are on the 
atute books of 44 states—You can lead a horse to 
ater, but you can’t make him drink. 


© 
Pay by the Month That’s the slogan to 


hich is hitched another nation-wide campaign to pro- 
te modernization of homes, using the FHA plan 
r financing the operation. 

There is nothing new about the plan itself, but the 
‘t that this campaign is getting under way as we go 
press is important. 

That should be the signal for every wholesaler’s 
lesman to dig in once more and organize his con- 
ictor-dealer customers for intensive effort to obtain a 
ce of the EXTRA business that will be generated by 
at campaign. 

Under Title I of the National Housing Act, exten- 
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sions, modernization, rewiring projects are eligible for 
FHA financing. [ 


Manufacturers of various products 
are promoting the plan. Magazine and newspaper ad- 
vertising, train and bus advertising, the radio, will be 
used to give it impetus. 

There is business and good profit for those who 
will act on this tip. Don’t miss the parade. 


© 
Wholesaling and Pay Rolls ieccens 


the Social Security Board at Washington published a 
chart that shows dramatically just how important a 
factor the wholesaling business and the retail trade 
represent in the country’s total payroll. 
In states such as Florida, Minnesota, the Dakotas, 
payre Ils of those trades accounted for over 30 per cent 
] t 


Nose states. 


of all the wages paid to all the workers in t 
Even in Michigan, the state where industrial payrolls 
pied up the highest percentage, the trades were an 
easy second with approximately 16 per cent of the total. 

No branch of our business community could con- 
tribute such an impressive slice of our national payroll, 
unless it were a very active and an_ indispensable 


X-Ray As we go to press, the government an 


part of it. 


nounces criminal proceedings against most of the prom- 
inent tobacco and tobacco product manufacturers, as 
sails their wholesaling and retail set-up. 

A few weeks ago, the Department of Justice issued 
subpoena to 125 firms and 12 trade associations as its 
first bold step toward stopping possible violations of 
the anti-trust laws in the drug, toilet goods and allied 
fields. 

Those sweeping actions hit individuals and firms in 
every branch of the industry involved, manufacturers, 
wholesalers and retailers. 

No one can foretell the outcome, but those procedures 
provide a gala occasion for silencing those swarms of 
evrumblers and discontents who have sat in association 
meetings of the electrical industry and mumbled, “Aw 
why don’t they do this?” or “Why can’t we do that?” 
when the “this” or “that” spelt dynamite to the well- 
informed legal counsel. 

Those critics now might well visualize the troubles oi 
the tobacco and drug trade and say, “But for the 
restraint of counsel—there go I.” 


EDITOR 






sreesetvrreerer 
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BEFORE 


This old fuse-type panelboard had been in service for many 
years—in the Jones Store Co., Kansas City, Mo.—but it was 
an eyesore, and outmoded. Upkeep was out of reason — repair 
parts no longer obtainable—and its 20 circuits could not 
meet the demand. 


AN OBJECT LESSON 


There are many thousands of fuse-type panelboards 
like this which will be replaced by new ones this year. 
In fact, those who know say that the number will ex- 
ceed a half million. Isn't it logical, from the example 
cited above, to stock and sell ( Panelboards to these 


prospective customers? 


With the new thin wall wire, and the fast-growing 
demand for additional circuits, @ Circuit Breaker 
Panelboards offer these advantages: 


’ 
: 


pepper herete|t 


POUL 





" 














Replaced with this efficient and decorative @ Panelboard, 
28 circuits were installed in one-third less space. Modern 
automatic protection was assured by the @ Dublbrak 
Circuit Breakers, which also made restoration of service 
simple and easy. 


IN MODERNIZATION 


1. They require 33% less space, and therefore afford 
50 per cent more circuits in the space required by 
the fuse type. 

. To install them, it is rarely necessary to tear out 
the old box when modernizing. 

. They are completely standardized, with units in- 
terchangeable as to capacities. 

. They afford modern protection. 

. Manufactured on a quantity basis, they are rea- 
sonably priced; upkeep is negligible. 


Stock and feature the line. Priced for quick turnover, you will find these items profitable. 
... Write today for new Catalog No. 56... . Frank Adam Electric Company, St. Louis, Mo. 
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HIS HONOR PRESENTS Muskegon, Michigan’s first adequate wiring 
certificate. Mayor E. A. Larson giving the award to Mr. and Mrs. George 
Nevins indicating that their new home has been wired to the highest 
standards. Wholesaler Karl Fitzpatrick, head of Fitzpatrick Elec. Supply, 
is at the left. Next to him stands Walter Gerst. Other committee mem- 
bers at right are Francis Groleau, Henry Damminga, E. F. Plunkett, and 


Stanley Johnson. 





Wholesalers Will Share 
In REA—$100 Million 


Rural Electrification Administration has $100,000,000 for 
fiscal year which began July 1, against last year’s $40,000,- 


000. Wholesalers’ sales opportunities materially increased 


|: LLOWING a lull of several months, 
the Rural Electrification Adminis- 

ion is moving full speed ahead 
once more with its program to elec- 
tri'y additional thousands of America’s 

is and rural centers. Activity was 
revived when President Roosevelt 
ed the Agricultural Appropriation 
on June 25, under which Act 
RFA is granted $100,000,000 for the 

truction of new rural power lines 
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to serve some 300,000 additional farm 
families and other rural users. 

This news is especially cheering to 
all electrical manufacturers and those 
wholesalers serving farm areas, be- 
cause it completely wipes out rumors 
from some quarters that the REA pro- 
gram might be held up while military 
preparations go ahead. 

As a matter of fact, this money 
which is earmarked for the fiscal year 





which began July 1, represents more 
than a 100 per cent increase over last 
vear when $40,000,000 was loaned by 
REA. Allotments are now _ being 
made at a rapid rate, thereby making 
sure that many more miles of rural 
lines will be built during the next 12 
months than were constructed in the 
last two years. 

\ccording to the Rural Electrifica- 
tion Administration, two factors have 
hastened the speeding up of allot- 
ments: (1) a backlog of applications 
totalling some $70,000,000; (2) the 
important part electrical power will 
play in the National Defense Program 
in rural territories as well as in the 
large industrial centers. 

With the rural electrical pro- 
gram once more actively under way, 
farmers are expected to spend thou- 
sands of dollars for wiring and equip- 
ment. 

More specifically, this means that 
wholesalers and their customers will 
enjoy a brand new market for wiring 
materials; house, yard and barn light- 
ing fixtures: radios; water pumps: 
motors: refrigerators; clocks: toast- 
ers, and the other appliances. 

(In order that wholesalers and thew 
salesmen may know definitely where 
REA lines will go in soon, we are 
publishing on page 39 of this issue, a 
list of projects for which money has 
been allotted; how many miles of line 
will be built for each; the number of 
customers to be served by each project. 
Additional lists will be published as 
they are released by REA.) 


AJW Program 
Moving Fast 


What does the Adequate Wiring 
Wiring Program mean to the averag 
wholesalers salesman and his boss? 
Well, the experience of a leading co 
tractor of Charlotte, N. C.. 
that question neatly and briefly. He 
says that the number of outlets called 
for in new homes has increased from 
20 to 40 per cent during the past veat 
\nd he attributes this trend towards 


answers 





Make more money with 


PLETOR 


Our complete line helps you get a bigger share of the DEFENSE 
BILLIONS. 


Hundreds of plants are stepping up production, making ex- 


tensions, erecting new buildings, putting on extra shifts, to meet 
the zooming demand created by the needs of our Army and 
Navy for NATIONAL DEFENSE. 


This process multiplies manyfold the number of HAZARDOUS 
LOCATIONS where 


\ Anta hh/ 
APPLETON cs PRONE FITTINGS 


Yh Vy 


are the complete answer. 

A complete line of SEAL-LINE UNILETS, SWITCH UNILETS, 
LIGHTING FIXTURES, and complete factory stocks put the 
APPLETON distributor in the spotlight as headquarters for 
EXPLOSION PROOF FITTINGS. 

Ask us to supply catalogs and complete details to all pros- 
pects in your territory. 


Branch OF bee apne : “perigite PE “Woddiware 40 gel 
214 Hippodrome! ee “SANE FRANCISCO, 655 Minna street > ; 420 Frisca Bldg. 
LOS ANGEE ic Mori Santa Fe Avenue + ATLANTA, 203 ; tuekie® Street, N. W. 


“Riders iy -— Baltimore, Birmingham, Resta, Cincinnati; Dallas, Denver, Kansas City, Milwaukee, 
Minteaphiisy'Wiw Haven, Philadelphia, Pittsburgh, Seattle 


Conduit Fittings - Outlet and Switch Boxes - Explosion Proof Fittings - Reelitt 
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ng three men. 


Y. Goss, who formerly worked 
territory from Detroit, is now 
|! at Cleveland, where he travels 


heastern Ohio, western Pennsyl- 
i, and northern West Virginia 

\. H. Rippas was transferred from 
York to Detroit where he covers 
igan, parts of Indiana and Ohio. 

ry Dillon, a newcomer to the sales 
headquarters in Cincinnati, con- 

ts the trade in southwest Ohio, 
lana, Kentucky, and West Vir- 


\rthur S. Miller, 


lance buyer for 


formerly electrical 


Macy’s in New 


ND, k, sells in metropolitan New York. 


J. Mackey, who was in the New 


dg. k office, has moved to Boston 


ering 


vy \ -} tat 
"\ TR stale. 
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Vartin 


lrrow- 


UNDER NEW BANNER. 
D’Arcy is now hustling for 
Hart & Hegeman, selling their wir- 


Vississippi, 


Economy Adds 
Fixture Department Pace Wares anil ont ae Mit 


ATLANTA—lIn “ = dadaeiines | 0 Orleans. Before jrrow, he 


ing devices in Louisiana, 


works out of 
joining 
worked this eleven 
Economy Fuse. 


same territory 
A ; : 1 ; years fo 
ture market. Economy Electric Supply 7 
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few weeks ago North 
line of Universal, 


HOSTS TO DEALERS at appliance showing. A 
Coast Electric of Portland and Seattle presented its 
and Lonesran appliances and heaters. These men showed the 
various items and demonstrated they would do. From the left: 
L. A. Stohler; F. N. Ashford. major aptp'. mer.; C. E. Lennox; Harry 
Byrne, Jr., vice-pres. and Portland mgr.; C. T. Clark, major appli. mgr. 
at Seattle. 


Crosley 
what 


























Barrett, 


THREE B'S representing 
Broyer and Bulldog. The B’s got to- 
gether when L. E. Barrett, vice presi- 
dent, and R. C. Broyer, secretary of 
Barrett Elec. Supply Co., St. Louis, 
were at Bulldog’s plant in Detroit and 
in the office of J. J. Mitchell, vice 
president of Bulldog. 





New Officers For 
Pittsburgh Reflector 


EK. W. Simons, president of Pitts- 
Reflector Co., has announced 
the election of several new officers and 
directors. John A. Hoeveler, man- 
ger of the engineering department 
since 1926, has been named first vice- 
president and a member of the board 
Since graduating from the University 
f Wisconsin in 1911 he has been a 
tively in illumination and 
electrical engineering. 

W.K 


for 21 years, Was elected vice pres! 


burgh 


engaged 


Yonge, plant superintendent 
















APPLIANCE SPECIALIST W. E. 


Derbyshire of Graybar’s San Fran- 


cisco house was formally christened 
William, but some time ago dealers 
of that territory re-named him 
“Derby”. Not long ago he was ad- 
vanced to assistant merchandise man- 
ager there. 


12 











lent in charge of manufacturing. He 


yntinues as a member of the board to 


which he was elected in 1920 A 
eraduate engineer of Virginia Tech 


\ nge 


worked Ls i 


metallurgical 


hemist in the metal industry before 
ining Pittsburgh Reflector 

Mm. | Zinsmeistet iuditor since 
1934, has advanced treasurer and 
» the board Scho | at Duquesne 


University, he spent 26 years witl 


Ludit- 


rang- 


4 

g ym auditor to treasurer, befor 

“4 Pittsbu go Refi ) 

R Fiske, wh 1s ld various 
ositions in the ‘ompany since 1933 
both in the office and factory, and 
served as secretary to the president 


several years, was 
‘lected to 


luring the past 


promoted to secretary and 


the board 


G. E. Changes 


Personnel changes made by General 


Electric 


luring the past several weeks 
include the promotion of S. T. Whit- 
beck to auditor of receipts with head- 
uarters at Schenectady He was 
formerly auditor of the Air Condition- 
ng department at Bloomfield, N. J 
Whitbeck succeeds Jacob Schuler, who 
retired after 42 years with the com- 
pany. Mr. Whitbeck has been with 
the company continuously since 1910 


with the exception of about a year 


when he was treasurer of the Penn 
Heat Control Co 
Campbell, who has been 
with G. E. since 1907, is now manager 
f the Buffalo office After serving 
various territories he was made 
manager of the Schenectady local office 
then in 1938 took over the 
Syracuse office 
succeeds George H. Calkins 
fter 41 years of General Ele 


g ‘ment yt the 





M1 ‘ampbell’s work at 


| Syracuse 

being taken over by Ralph M. Dar- 
formerly of the suffalo office 

FE. H. Aussicker, who was in Bing- 
lamton, 1s now manager ot the Sche- 


al 


o on l= specialist 
vit udlqua Svracuse, N. ¥ 
Hi ined l ympany sting 1 
ya nt 1934 


Adds Line 


ST. LOUIS—Hawkins and Hagen 
Electric Sales Co., manufacturers’ 
igents of this city, have been ap- 


pointed sales representatives by the 
Chase-Shawmut Co. of Newburyport, 


Mass 


in and 
necessary for Cutler-Hammer to mov 


it 


his associates 


even brighter, 
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(-H Moves Office 


PITTSBURGH — Continued support 


yf the steel mills and allied industries 
iround this city has made if 


S ] cal offices TO new ind large 
Manager T. S. 
re located in the Parl 


Fifth Av 


juarters Towle an 


4 
Building at 355 







New Men, New Lines 


ATLANTA—With 
upgrade and prospects for the futur 
Electric Sales & Serv 
ice Co. has added new men to the staft 
ind taken on a couple of new lines 
H. H. Heine has joined the company 
is sales manager and is also working 
the city territory. Previously, Hein 
managed the Knoxville branch of 
GG. E. Supply Corp 

Frederick Gross is a newcomer | 
the organization, too A. lighting 
Atlanta and 


business on th 


he sells in 
suburbs. Gross had been with West 
inghouse Electric 
-~ompany has just 
residential lighting 
features the Gill line 

The sales staff 
products of two additional manuta 
turers—Universal’s complete line ot 
small and major appliances and th 
Tuthill Freezette, a counter type ice 
‘ream freezer which is made by Tut 
hill Pump Co., 939 E. 95th St., Ch 
cago 


specialist, 
Supply Co Phe 
issued a 150-pag: 


-atalogue which 


is also pushing th 


Range Drive 
Tops 1939 


BUFFALO—Growing public accep 
tance of electric cooking and aggre 
sive selling teamed up to put the 194 


‘lectric range drive of the Electri 
Association of the Niagara Fronti 


i much greater interest in this year 
lrive. In 1939 the Buffalo Niaga: 
Elect Corp. (utility) sold 6 


ranges, this year, 663. On the oth 
hand, dealers stepped up their sal 
from 862 to 1051. During the cat 
paign, the power company conduct 
10 cooking schools with an averag 
ittendance of 500 women. The range 
lrive was also further advertised wit 

lealers using 2732 inches of new 

paper space, the Association 3525 
inches, and the power company, 264) 
inches 


























Essex League Outing 


NEWARK, N. J.—Members and 


vuests to the tune of 275 strong were 
yn hand tor the Fifteenth Annual Out- 


lg ind = = (Grolt lournament I 








Essex Elect ie io Lie t Crest 
( 1 = + seine ] 
I i) A { i i 1 ‘ i 
ven above the 1 SV pre lictions rf 
' sident Wi { Shaw el i 
\ 1 Ed WI \ ped t 
25 } ] Wes Vou ye \ 
uid epresel 1 ZOO 1 s¢ 
ist year’s attenda )/ 
With a snappy par 72, | cto 
Frank Shille ok permanent posses- 
sion of the Osgood Trophy Pre- 
COUNTER LINEUP at Interstate Electric Co., New Orleans. From the ir ier Pag pe Pe ca ete 
t . . ° . Ir , ' . ! sm 
:, left: A. Levin goes camera shy, then meet H. Clese, E. Julian, M. Maurice, | rophy N. J. MacDonald, sales man- 
I. Labaschin, C. Langwith, E. Babst and P. Giror. iger of Thomas & Betts, took second 
. place with a 79 
t 
y? . 
‘ 
Samson Election 
H. A. Potsdam, who has been execu 
p ° e ° , : 
tive vice president and general man- 
eS] ell la 1X ures ager of Samson United Corp., is now 
president of the organization, succeed- 
1 r 


| Certified By Lighting Group me a a 


Shortly after his election to the 


presidency, Potsdam announced that 
William G. Church, Jr. had joined 
‘f Further impetus given to residential lighting industry by the company as vice president in 


-harge of sales 
program of American Lighting Equipment Association Jefore going with Samson United 
er st ; Potsdam was with Nesco. Previously 

establishing standards and certifying approved units he wes clles masaner of Silex. 
Beardsley & Wolcott and the Commer- 
‘ial Division of Landers, Frary and 





ger step towards helping Specifications were set up on 
wholesalers, contractors and deal- premise that luminaires should be at 

rs sell more and better residential tractive and at the same time provid 

ixtures has been introduced by the idequate general illumination without 

\merican Lighting Equipment Asso glare Taking into consideration 

ition’s specification-certification pro fact that many factors must be co 
e ram covering the design and perform- sidered in establishing such standards, 
e nce of all types of residential units the specifications allow ample desig 
34 Under the plan, manufacturer-mem- latitude, but at the same time requit 

rs of ALEA will submit samples ot lose adherence to most acceptabl 
t xtures to Electrical Testing Labora urrent practice tor illuminating 
1S ries for testing and inspection. Ther atdequacy 
se fixtures meeting the specifica- With that part of the program p 
92 ms, also the approval of the Advis- pared, the next step now is to prot 

ry Board of Design which is com- the ALEA Tag to the public, protes 
sed of five nationally known author sional groups and to the trade. Th 
‘al es (William A. Kimbel, Virginia ictivity to introduce the new certifi Paes ae 
yal mner, Arthur Loomis Harmon, Ed fixtures is being rapidly formulated PERMANENT 4PPLIANCE EX- 
Of ird D. Stone and Raymond Loewy ) ind in its plans, the association is d HIBIT was set up in New York by 
th 1 1 


nitted ] n eal for tying-in with General Electric to show their com- 
1 De permitted to carry thie ertin Vising means tor tying-1 itn pro- a 
, ; . - plete line of appliances with every- 
4 


rm-m + the lamn} ra ctiu~rer ] 
ims of the lamp manutacturerf.s, als , 
oe < : . ; ' eee ' a agers thing from several complete electri 
al While the certificatior le las making it possibl 


e tor wholesalers 


icted sink oacailt endl’ saaatiii iitiiiea daw “th REP ood ie? week eel dia kitchens to hand irons on display. 
ra¢ cee ld ‘T i < ae " presi Pt rae Git: bly ere Snapped in one section of the exhibit 
ane wegen  § res r? page ee — ies = “J - : were H. H. Barnes, Jr., commercial 
att irks the first time in the history of \s these plans develop and a vice president; Earle Poorman, dis- 
i residential lighting industry that ready to operate, WHOLESALER’S SALES trict appliance sales manager; C. E. 
pies 1 effort has been made to produce MAN will publish the details with Wilson, president; Mrs. Corinne Rob- 
9 . nd market fixtures that comply with special emphasis on how wholesalers inson, exhibit manager ; H. L. An- 
- ithoritative design and illumination ind their salesmen can take part most drews, vice president in charge of 
vecifications, are identified as such effectively 


appliance operations. 
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By N. H. Rosen® 


Let’s Get 
To Christmas Selling 


Backed by a broad experience in the electrical whole- 
saling field, Mr. Rosen passes along practical ideas 
that can be applied elsewhere with little difficulty 





lal 
and 
. 1 7 
ront 
wholesaler’ 


sons 


remembet 
ristmas lines elec 
vs, tree sets, etc., must 
he period mentioned, 
proximately 60 per cc 
traffic 


mace in the 


, ] 
PpanvV s allllual 


he year. 
Manufacture 
leading off earl 
and tree lig! 
Christmas 


] 
hs and 


plans for 


merchandise 


we} 
promotion 


I 1 
} * | ls 
pushing the 


announce 
onl ’ 
SaiCs 
+1 ) } | 

through wholesalers 


and dealers to the 


esti 


COMSUMICTS 


would be 


1940 season will be as compared to 
1939 (cert 


sdiCs are 


e dealer's shel r be late, 


atraid of 


sa VRS es eee ] P 
etailer and wholesaler’s salesman to 


mate 1940 requirements. 


pred ti 


on oft 


‘ge organ 


ies and depar 


sizeable quanti 


] ] 
WCCKS DF 


tore Christ 
‘nthe jam already has 
+ ] : 5 
tocks are no longer com 
held 


Foye | 


1OS or pot 


Deliveries are up, and 


1 


h dealers 


bat ] : 
Wholesalers ( Il LQ) 


(sener 


vpecause Ol] 


OvVeT 


Ing loaded alte! the 


to do about 

OIC? rned we Can 
by asking 
sales during With the tracks down and trains rolling 
recent retailers will get large buying audiences 


Lionel Corp. photo 


Vears, 


Mmemores as 


Christmas busi- 


aren't obliged to to a substantial increase) it woul 
market. It be sound selling to have the deal 


his 193! 


ite stock within 75 per cent of 
le the last-quarter business. That 
t be a case of over-selling. 


While > beneficial to hi t] 


I L( Wl, the 


-~} 
| 


review will also a 


wouldn’ 
It woul 
wholesale1 
dangerous 


HOW 


to attempt < and manufacturer. Then as tl 


holiday season advances and he sec 
: ] 


going, he 


much better the 


ti how things are can bu 
ainly all indications point its 


last minute requireme 
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UNIVERSAL 


HEATING PAD 


Frary & Clark photo) 


However, we know that the aver 
ive small dealer is not able or will 
ng to lay out $300 or $500 to put in 

Christmas stock now or. next 
ionth. That is why many manu 
iturers extend December datings 
» wholesalers and retailers, in turn, 
hereby helping both groups stock 
y) early, and be prepared with 
unple merchandise on hand to meet 

ie Holiday demands 

Whenever a salesman can sell his 
ustomers on this idea of buying 
thead he has licked one important 

roblem of the Holiday business. 
()f course, a wholesaler will never 
vet awa\ from a certaln amount ot 
ush during those last two weeks 
fore Christmas. \t that time 
vhen repeat 


business keeps rolling 
that’s the time tor the salesman 
» make sure that shipments art 
ing out, and that his customer 
« 4h te ee a 
vet the material in time to make 
lelivery to the consumet 
Now we come to that question of 
hat lines sell best. 
) ¢ ’ 


Broadly speakin 


wices sell well, along with tree 


ht t tray “11 tory hy 
ght sets, trains and toys his 

, ‘ ° - ¢ 1] 

ir dealers can expect an unusually 


1 ] 4 ] 
eavy play on such items as food 
Iixers, shavers, automati 


ttee maker sets, clocks and other 


roducts carrying relatively high 


Ice tags because there are more 
eople employed than in several 
ears and money is spent especially 
eely during the Holiday season. 
The wholesaler’s market for 
istmas merchandise is as broad 
is the array of appliances, with 


+ 


ectrical dealers, department stores 






Display stands and colorful cardboard cutouts make effective 
window and interior settings for the appliance parade. (Landers, 


Mass displays catch the eye. Some boxes should be open so 
the new, modern tree sets can be seen, compared, then bought. 


Noma Electric photo 


(on those lines that are distributed 
only through wholesalers ), utilities, 
hardware stores, jewelers, gift shops 
and general stores all in line to get 
their respective shares of the pub- 
lic’s electrical Christmas business. 


These, therefore, are the groups to 
start lining up right now in order 
to sell more tree light sets, trains 


and appliances. 
With competition keen and in 
some respects unethical, it is neces- 


sary for the salesman to have a plan 


of action if he wants to get his share 
of the orders. While such a plan 
naturally must be adapted to su 


the needs of the territory, it should 
- ] - > - ] + 

in each case provide for help to 

advertising, 


dealers in displaying 


and selling. 
Following are the basic elements 
of a Christmas sales campaign 


our company has found very satis 


1 
} 


lat 


factory. 
We start soon after the manu 
facturers announce their plans to us 


Then we issue a printed catalogue 
(last year it totaled 128 pages) 
which is distributed personally to 
customers by the 


prospects and 


— 
salesmen. 

Knowing that one of the strongest 
aids to selling is the use of samples, 


1 


for this campaign as well as _ fot 


day-to-day selling, Kurzon salesmen 
carry samples to gain attention and 
let the customer see the tree lighting 
set, trains or toaster or whatever 
else is being discussed. 

Following the same merchandis- 
ing principles that we 
throughout the year, our salesmen 


they have not 


+ 


remember — that 
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practice 


hnished their se 
have landed an appliance ordet 


lhe required next step is to help 
ie retailer and his salesman move 


those electric trains, waffle irons, 
radios. tree sets, roasters or hot 
plates out the front door and into 


the homes of consumers 


this the salesman gets the dealer's 
sales staff together and gives them 
sales ammunition on new develop 
ments Iso he suggests various 


sales and display ideas that have 


worked successfully for retailers in 
other communities 


\s part of his service-selling job 


he wholesaler’s salesman also fol- 
lows through on advertising mate- 
rial to assure the delive ind us 

window streamers, cardboard 
Mus elve “ s fers CWspDa 
1} ‘ l hnanuta { » 
deale s 

Some manutacturers reward the 
wholesale wh » Starts ¢ irl ) 1] ik 
NY available wnes Cll s . 
Ol) ce ain ( lis s l s 
renera ly ire ¢ Xp s ire @x ( ( 
valuable O crea iw a l la 
stimulating saies fo ( roducts 

Phose hen, are en ess 

ils to remember and appl\ ‘ 
successtul  ( ‘Istnas se 1g ) 
eram Summarized brietly ( 
ire: (1) start early: (2) sell dea 
ers on the need for ih wnineg s 
of their stock early . (3) take ad 


vantage of manufacturers’ December 
dating offers: (4) remember that 
quality is king, especially for 
Christmas; (5) help dealers with 


their selling, 





In Selling Too— 
ou Have to Plan to Bag the Game 


Whether it’s fish, pheasants, or an appliance order, a plan of 





By Harold S. Kahm 


e . . 99 
action assures bringing home a longer order or a larger “bag 





OUIS SIEBERT, of the Peer- 
less Electric Company, Minneap- 
olis, has been extremely suc- 

cessful in selling appliances in the 

Northwest. The eight fundamentals 

of successful selling which he offers 
here are certain to be of value, par- 
ticularly to newcomers in the selling 

game. Savs Mr. Siebert: 

Plan the day's program before- 
hand. By that I mean a memoran- 
dum, in writing, of calls to be made, 
and things to be done. This memo- 
randum should be made up not later 


When you 


plan your day in advance, it is pos- 


than the might before 


sible to give it more complete 
thought, and you are not so likely to 
miss up on something important, 
which can be easily done if you trust 
principally to your memory, or your 
ideas of the moment. 

An advance plan also enables re- 
routing with greater thoroughness, 
thus saving much valuable time. A 
planned day definitely contributes 
toward increased sales 

?. Make regular and systematic 
calls, so that buyers get used to 
looking for you at a certain time. 
The immediate purpose of this isn’t 
so much the order you get, but 
rather as a means of dealing effec- 
tively with any trouble or difficulty 
that might occur, such as an order 
filled wrong, defective merchandise, 
or some other grief. 

When the buyer knows you make 
regular calls, at regular intervals, he 


16 





It’s a habit for L. B. Siebert (left), his 


two sons and a friend, to get big “bags”. 


knows that you will be there to take 
care of any slip-up, and this instills 
confidence. This confidence, in turn, 
results in more sales. Mistakes and 


errors are bound to occur, human 
114} 


fallibility being what it is, therefore 
all buyers have had to deal with it, 


and naturally prefer to deal as much 
as possible with a salesman whose 
systematic calls minimize their grief 

3. Know your products  inti- 
mately! I devote my time to appli- 
ance 


sales, and I can _ visualize 


instantly every number we've got 


and that’s a great many. From a 





black-and-white picture I can give a 
pretty vivid description of what the 
merchandise is like, and just what it 
will do. I devote special attention to 
every new number that comes 1n § 
maintain a complete 


) 
mat I can 
knowledge of what we have to offer. 
Although might be helpful, | 
do not think it is necessary to visit 
factories in order to acquire this 
knowledge. The manufacturers’ cata 
logue pictures and specifications are 
usually quite complete, and more 
detailed knowledge is acquired here 
and there as I sell the product, get 
reactions, and learn more about it. 
4. Never make a promise that 
can’t be fulfilled, and by this I mean 
a direct or implied promise. Too 
many salesmen imply a promise, 
knowing full well that it can’t be ful- 
filled. Answer all questions honestly 
and directly, then the increased re- 
spect and confidence of the buyer 
will ultimately gain far more for you 
than if you use the other method. 
Honesty is the ideal policy in 
salesmanship—if you expect to sell 
the same man constantly. It is cer- 
tainly not honest to make a promise, 
either by direct statement or by im- 
plication, that you know perfectly 
well you can’t fill. If you think 1t 
might be fulfilled, say just that. But 
don’t put yourself in a false posi 
tion by hedging. 
5. Remember that you are not 
selling waffle irons; you're selline 
waffles! You’re not selling toasters 
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It's What Appliances Do That Counts 


he 





but toast! The same thing is true 
of mixers, electric clocks, or any 
other appliance. You are selling not 
the appliance itself so much as what 
that apphance will do. This simpk 
truth is a stumbling block for many 
salesmen. After all, the 


point for, say, a wafflle iron is not 


big sales 


its appearence, or its construction, 
but the kind of waffles it makes! 
The ultimate individual buyer of a 
waffle iron isn’t going to eat the ap- 
pliance, his primary interest is 
what it will do. 

If you like waffles, and one sales 
man shows you an iron “that will 
give good service for twenty years,” 
and another salesman shows you a1 
iron and says, “This iron makes the 
best waffles you ever tasted!" whic! 
argument will make the biggest im 
pression? Remember to concentrate 
your selling talk not on the appli- 
ances themselves, but on what they 
will do for the individual consumer. 

| try to get the salespeople in buy- 
ers’ stores to use this same principle, 
and they usually respond to the 
idea. Do all you can to help the 
salespeople sell your line. A buye 
can buy, but unless the sales peopl 
on the floor sell it, what chance haz: 
you of getting re-orders? But if the 
salespeople do sell your line success- 
fully, don’t worry about the buyer 
he'll buy! Therefore, any ideas for 
selling that you may have and which 
can be used by the salespeople in 
dealing with customers, just as you 
use them in dealing with buyers, 
pass them on. The salespeople ap- 
preciate it; it helps them, and it 
helps you. 

6. Never go over a buyer's head. 
I’ve lost some business through ad- 
hering to this policy, but I’ve gained 
much more than I’ve lost in the long 
run. When you go over a buyer's 


stance, and the salesman is the re- 
cipient of the complaint, he damns 
the house—“it was their fault” 
‘they're always getting things 
awled up’—"I’d like to murder 
those fellows!’ And when he does, 
he cuts off his nose to spite his 
face; because he is breaking down 
the prestige of his house, and hence 
his own prestige, for he is the repre 
sentative of that house, and there 
fore if the house is full of faults, how 
may he be considered any better: 
On the other hand, loyalty to you 
house inspires greater confidence in 
that house, and in yourself. 

&. Keep acquainted with the rank 
and file—the underlings—the ‘‘small 
fry” of the firms you call on. In the 
departments in the stores I call on 
I say hello to everybody. Pretty 
soon they get to say hello to me in 
return. After a time they recognize 
me, with the 
cordial reception. 
learn my name, and the merchandise 
lines I sell. 

Why do I do this? Well, it see 


that minor employees have a pecu 


result that I get a 
Eventually they 


liar wav of getting to the top and 
becoming buyers, and it happens 


oftener than you might suppose 


One of the underlings I used to be 
friendly with was merely an eleva- 
tor boy. But eventually that elevator 


1e 


boy became a sales person on 
floor. Then, a bit later, he became 
a floorwalker. Now he is the asst 

ant buver in one of tl 
department 
Cities. 
he even started to sell electrical 


stores in 

3Jecause I knew him before 
products he looked to me for infor 
mation on the merchandise he had 
to sell, for he didn’t know much 
about it. Of course, I was glad to 
give him all the help I could, and 
the results were obvious! 


head, you've gained his enmity in Remember that it doesn’t take up 





1 nine cases out of ten, for human valuable time to be friendly, and 
ly nature is that way. Even though you it doesn’t cost a thin dime. Just a 
it are positive that you can make a nod, a friendly “Hello,” or “How 
at sale by going over his head, don’t are you today?” is enough to estab- 
. do it—it’s poison! lish a friendly relationship that may 

7. A salesman should be loyal tc someday pay cash dividends. And in 
” | his house, no matter what condi- the meantime it pavs dividends in 
1 ’ tions may be. Sometimes when an the form of increased personal satis 


order is filled incorrectly, for in- faction. 
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DING-DING-DING. 


While waiting in an office, did you ever watch a lot 


of rushing around to locate a missing executive? 


Saylor did, then sold the buyer a code call system. 





it a convention, N to cite an example of how a1 
‘gionnaire, looking for hi es actual sale was made for the offices 
oommate, spent half the night — . - of a large commercial corporation 
lously inquiring: “Where's E] ‘ with a chain of retail stores. 
2" It tickled the veter % — While waiting to see the buyer o1 
hat it was made their official _ one of my regular calls, | had plenty 
Ie Which reminds me that 4 ™ of time to watch the general office 
business world also has an ever ‘ : a staff at work. One thing made a1 
nt “Where's Elmer?" problem. 2 a ¢ , outstanding impression on me. That 
of office dwell “4 , was the unusual amount (or was 
\.W.O.L. fot 4 7 -* it?) of phoning and running about 
in MMportant ; —_ to locate various key men 


ll across ail ’ people who were doing 


- 


\ny ‘ weren't messengers 
obs to do that had 
meanwhile in ordet 
several “Mr Bigs.” 

My time wasn't 
I had a lead for sell 


hadn't planned 


W 


W. E. Saylor of Missouri Walley Elec- poe a. 
yreak once in awhile. 


tric Co., Kansas City, saw the need and 


; , 
—_ wurhe , 17 Pat 
filled it. So when my time can 


he buyer's office, | 
hought it was pretty 
the office to become disrupted 
order to locate a missing party. 
suggested that a code call syste! 
ls costly nui ts his signal on the would correct the situation—and 
truant-« it sounds at all stati no great expense to the compan 
code cal here 1 ldom ; ‘xcuse for Mr He was interested, but wanted 
us visualize its supe 's not be at the nearest phone much information at once. 
he old hoof-and-mouth a fei ‘cond fesult: no bick Naturally, I gave him the gener 
Is John ring, fallen arches, fray nerves, tory on my code call outfit, bu 
that I couldn’t tell him jus 
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Find Elmer 





, 
it was needed and what it would 
until we made a general survey 
determine requirements. It was 
, with him, he said, for me to go 
ead and study the place, but it 
In't mean he was going to buy. 
Vell, that was fair enough with me 
) 


Che factory man and I made the 
rvey through which all questions 
to number of stations, locations, 
nt pe of signals, and so forth, were 
it ttled. By digging up this informa 
hal n, we were able to give the buyer 

nore definite presentation cover 

what was needed, what it would 
tel t. So we were moving ahead, 
| t the deal didn’t go through yet 
11 It 


ecific as to movements of key men, 


was necessary to become more 


tances covered, overworking of 
er mes, and time wasted by person- 
bi These facts were obtained 


ju ile calling about other matters; 









1940) 





By W. E. Saylor 


as told to 


Coit A. (Duke) Smith 





The sale was clinched when the girl came 150 feet to call the executive, center, 
Si to the phone. He is standing 10 feet from the operator, but is hidden by the pillar. 


and by adding them to previous in 


formation I had given, they served 


to put over the idea of utility and 


savings for the company. The way 
was paved, but the old bag was still 
empty. It took two weeks for the 


something that would close the sale 
to pop up. 
his is how happened. I was 
a Ne he +1 2 1 
waiting one day with the merchan 
dising manager to get into the pres! 
dent’s office \ oir] came flying 


tell my com 


down the « 
panion he had a long distance call 


She had left her work and had sent 


another girl in the opposite dire 
tion, while the operator was. still 
shooting frantic calls over the plant 


The point is that we were standing 
within 10 feet of the switchboard, 
but behind a 
off the 


couldn’t see the manager and so she 


huge pillar which cut 


started evervone she could reach 
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operator's view. She 


0 locate him Here was the 
yreak that clinched the sale o 
master unit and 15 stations, an 
standing proof of all claims made 
Suc 


1 an incident, watched 


seized on, and immediately — pre 
sented, will result in an early sal 
saving time and energy. 


By selling a code call svstem, you 


not only grab an immediate profit 
but make everybody happy. You 


hanish the operator's grief and make 
her a sweetheart to all. The secre 
taries and office people rejoice at 
being excused from man-hunt duty 
lhe Elmers are full of joy becaus 
+] ; } mo 


°.4 
LOUTS witnout y¢ 


ley can make 
reported to the Missing Persons’ 
Bureau. And the Big Boss chuckles 


because his people relax ind ( 
more and better work. 

Speaking of signals and code calls, 
don’t forget all the other signalling 
devices. How about inter-communi 


cators or phones for industrial cus 


tomers and office buildings? They'll 
save lots of time, step up efficienc\ 


More important, they run into prof 
itable high dollar For the 


“ : a * ra , lie 
revived residential market, we have 


volume 


many types of chimes, inter-phones, 
and the good old standbyes, bells 


and buzzers. Bring products and 
markets together, and you have the 
GO signal for more signalling 
ness! 

Ding! (Pause) Ding 
Ding! That’s our signal, fellows. 


“Sell more code call systems.” 


Ding! 
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Keep Hitting For 














By Paul Brown 





‘6 Hy is it, Bert,” I recenth 
asked a friend who sells fot 
a St. Louis house, “that most 
of your dealers give you more busi 


ness than they give to some of yout 


~ 


competitors : 


“Well, Paul, I guess I get my 
hare of the orders because I trv to 
make it easy for them to buy. That's 


t 


he whole idea, as I see 1 
“Just what do you mean by that?" 
‘It’s like this,” Bert explained 

‘Let's assume at the start that the 


dealer isn’t overloaded with clocks, 






roasters, shavers, and all the rest of 
the stuff. Incidentally, Paul. that’s Pyramid the arguments that you make, and finally drive home your strong- 


est point through a series of questions so asked that there can only be an 










i fairly safe assumption these days re 
affirmative answer. 
because the dealers are relying mort 
and more on the wholesalers to carr) 


heavy stocks, and all these dealers 


















know they can get service that day understanding of the sales story. points about a product or its profit 
or the next at the latest. So why Quite often important facts haven't possibilities that appear to click. Yet 
x ld the retailer rl |? been introd ‘d. but f ate] ; Si . iad call the 
iould the retailer overload: een introduced, but fortunately, a when it comes time to ease on t 
“But to get to what I was about question like, “Is there anything I pressure for a signature, the cu 
to say, there is only one important haven't made clear?” or “Have | tomer stalls. That's the time to g 
reason for the dealer’s holding back skipped something you would like back over those points that inter 
He isn't sure that he can make any to know?” will generally wash out ested him. For instance, if he 
more money through adding anothet the trouble seemed to take special interest 
line or changing to the products However, when asking such ques the appearance of a toaster you art 
~ | ~ | - 



















vour house distributes. So there is tions, care should be taken to avoid talking about, stress that featur 
doubt in his mind any implication that the prospect again. Or he might have evidenc 
‘Although you have given him a himself is at fault for not getting the interest in the manufacturer's good 
pretty good talk, apparently — he story. It is wise to take the attitude record. Whatever it is, dwell on that 
doesn't have all the necessary facts that 1f the dealer or contractor hasn't subject, round it out. 
vet to make him want to sign up grasped what you've been telling \fter you have strengthened t! 
\nd there the weakness of many him, the fault is yours, not his. dealer's interest in the point whi 
salesmen comes in. When a prospect When you have found out what ts originally appealed to him, continu 
doesn't sav, ‘Okay’ after their pre holding him back, drill on that phase to build up his interest by bringing 
liminary talk, they quit. That's why again, but this time switch your still more new points to his attet 
| land some of the business they story around. Although the same tion. So when in a situation calling 
overlook. My method is to keep points are going to be repeated, try for reserve-selling, try to reve 
hammering home point after point to express them differently. As a what you have said to make certa 
on why the prospect should buy my successful West Coast  jobber’s nothing has been overlooked. 
lines. I make him see that there's salesman told me, ‘When I have to \mong the points to rememb 
profit for him in my appliances or tell a dealer the same thing over and use in a reserve-talk are tho 
wiring supplies.” again, I try to make it sound like concerning your own house at 
\ retailer’s hesitation to sign an news.” your suppliers. Tell him about yot 
order frequently arises, as my friend Somewhere in almost every inter- facilities for displaying, warehousi! 
Bert mentioned, from his lack of view you will bring up one or two and delivering. ‘Let him kno 
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it This ANSWER 





A sales talk should center on getting this word 


as answer—and the name on the dotted line 





1 


vhat’s behind the outside sales or- 
ganization, to assure that all prom- 
es go through efficiently and 
promptly. Again it is well to cite 
vccomplishments of the various 
manufacturers whose lines you are 
discussing. Tell about their adver- 
sing programs. 
Of course there’s one subject that 
nterests a dealer more than any- 
thing else: how fast can he sell this 
iaterial you want him to take on, 
ind by what methods? He has sales, 
idvertising, and display problems, 
o wants to know what you can do 
to help overcome those problems in 
rder to increase his volume and 
profits 
“While trying to overcome a re- 
uler’s hesitation and make it easier 
tor him to buy, there's always one 
thing I’m careful to do,” says an- 
ther Midwestern jobber’s sales- 
ian. “I make my reserve-talk apply 
pecifically to this particular cus- 
mer and his particular needs. This 
n't too hard. For if I’ve done a 
ood job up to the time of the close, 
have found out enough about his 
isiness to know where and how 
} apply the right finish to my sales 
>? ke 
\ good way to make a reserve- 
ilk touch a retailer's individual in- 
rests is to work in local references 
other dealers who have made 
mey with your lines. The closer 
home you come with references, 
e quicker resistance breaks down. 
The reserve-talk is especially 
fective when it is carried in a defi- 
te direction. The most direct and 
nplest way to do that is to toss 
a question that will force the 
aler to express an opinion. Sum 
» what you have said earlier, 
ressing the advantages to him in 
cepting your recommendations, 


en ask if he agrees that these ad- 


vantages are important and worth- 
while to him. If he agrees, ask him 
to buy. For now doubts have been 
eliminated, you have made it easy 
for him to justify his giving you an 
order. 

Here’s an example to illustrate 
how one good salesman applies this 
method in selling more expensive 
automatic irons to one of his cus 
tomers. His story goes something 
like this: 

“All right, Mr. Cutting, you say 
most of the women who come in 
here already own electric irons, and 
certainly you are right, because 95 
per cent of all wired homes have 
electric irons. But most of those are 
old and what's more the greate1 
percentage are non-automiatics. Isn't 
that right, Mr. Cutting?” 

“Sure they're old, but a woman 
doesn't buy a new iron every day.” 

“Exactly,” the salesman went on. 
“Therefore these women probably 
have old fashioned irons—the kind 
that not only nearly burn up the 
woman's hand, but heat the entire 
room as well, and cost quite a bit to 
operate. Then what about the 


clothes she has scorched in the past : 

“Those are just a few of the rea- 
sons why her old iron should be 
replaced and that’s why you'll make 
money by having a display of new 
irons over on that table where they 
can be seen. First thing you know, 
women will be picking them up and 
asking questions. 

‘“That’s your chance to tell them 
about the indicator which shows 
clearly how it should be set for 
ironing various materials—no guess 
work. That’s your chance to tell 
them how this automatic control 
works and what it means to them. 
It is an opportunity to point out 


that thumb rest and explain why the 
handle doesn’t get too hot. Then 
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you will want to tell why the auto- 


matic control cuts down the cost of 
operation. Don't you think they'l! 
see at once how much better these 
new irons are?” 

“| believe you're right. It sounds 
reasonable enough to me.” 

“Then suppose I put you down 
for six,” the salesman drove home 
“You should be able to move that 
many out of here in a couple ot 
weeks. Or maybe you'd rather have 
a dozen.” 

“No, six is plenty for a starter,” 
the dealer replied. 

And the salesman wrote up that 
part of his order. Notice how his 
reserve-talk led up to a question 
which the dealer could answer onl) 
in the affirmative. Because this is 
sound selling it works in the ma 
jority of cases. And even if the 
dealer doesn’t agree with your ques 
tion, his answer is going to indicate 
a lead as to what your next move 
should be. 

While a well-handled reserve-talk 
may not always win an order imme- 
diately, it usually will advance you 
nearer an order at least, and, by 
building up the dealer’s confidence 
in you and what you have to sell, it 
will make it easier to get him to say, 
“Yes,” on your next visit. 

And this brings us right back to 
Bert’s logical remark at the opening 
of this article: “The way to get 
orders is to make it easy for the 
prospect or customer to buy.’ 

Also, never forget that what 
makes it easy for a dealer to buy is 
through showing him how he can 
move the goods off his own shelves 






21 





CLASSIFIED DIRECTORY OF MANUFACTURERS 


With Company Names, Addresses and Trade Nemes 


and 


INDEX TO PRODUCTS ADVERTISED 


All products are indexed under the noun of prigcips! word 
Ce ete Comment ie eet ante OE Rater Come meter “B) 


Lame emsee seervene 





ACCESSORIES 
Bold Pace type denotes 
compenies illustrating and 
describing the product 


Light Face type indicates 
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CLASSIFIED DIRECTORY 
OF MANUFACTURERS: 


With Company Names, Addresses and Trade 
Names, arranged by product. Extensive cross- 
references permit quick finding of the electrical 
and allied products made by over 3500 manufac- 
turers. Bold-face listings throughout indicate 
pages upon which the product data of manufac- 
turers is given, 





Alphabetical Company Name and 
Trade Name Index 


r 
| are 











ALPHABETICAL INDEX OF 
TRADE AND COMPANY NAMES: 
Complete with addresses. A buyer, starting out 


with only a trade name or a company name, can 
thus quickly locate the buying data he needs. 


a 




















Catalog Section 


Lists of Sales Offices, 
Locations of Warehouse 
Stocks, Repair and 
Service Stations 


General Buying Information 














Oe ea nsineasinhingnall 


3. MANUFACTURERS’ 
CATALOG SECTION: 


Contains manufacturers’ catalogs describing the 
electrical and allied products which are saniaied 
by electrical contractors, electrical wholesalers, 
utilities, industrial plants, railroads and mines, 
electrical manufacturers, and others. Manufac- 
turers usually include in these catalogs a complete 
listing of branch sales offices, warehouses, etc., 
and specifications on their products—everything 
you need for planning, specifying and buying. 









































|; () [ M () (| e f l Housed in a building originally designed for an 


automobile dealer, Commercial Electric Com- 


e pany, Toledo, Ohio, has unusually fine facilities 
h () | e S ad | ] ll o for selling, displaying, warehousing, shipping 


Comfortable stools for contractors and dealers. 1 display room stretches across the entire front 
Note additional displays behind counter. of the building, located at 13th & Adams. 


Small appliances are on parade at one View from one entrance to fixture General office is adequately illuminated 
end of the show room. Sales counter rooms. Cleaning lady spends entire time by plenty of natural and artificial 
adjoins. keeping display spotless. light. 








Partial view of attractive two-door All sizes of black and galvanized con- Salesmen have private offices for their 
/ / Ss p 
entrance to residential fixture duit are stocked. Note stock tags at sessions. Large meeting room adjoins 
rooms. each bin. this one. 
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A RICH TERRITORY 
... UNEXPLORED 
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SELL IDEALFONES 


High Quality Interior Tele- 


Ty. demand for fast interior communication has phones—at Popular Prices 


created—at your doorstep—a rich market for Auto- 
ji : Start making those extra profits by sell- 
matic Electric private telephone systems—a market so 


ing Idealfones—the latest addition to 
far practically unexplored. the Automatic Electric line. 

There are four Idealfone systems—rang- 
Offices, stores, shops, factories, and homes too, recog- ing from two to ten stations—requiring 


nize the need for efficient intercommunication facilities. but two types of telephone instruments. 














They are waiting for you to sell them. You can get your 


neve of notions by making n known that you can business. And if you need help, call in our representa- 
provide them with exactly the equipment to meet their tive in your area. He will be glad to provide you with 
needs. . : : 

literature and prices on our complete line. 


Recommend Automatic Electric private telephones to 





These systems are designed for private service. They are not 


your present customers. You'll uncover a wealth of new intended to be connected with the public telephone system. 


AUTOMATIC <> ELECTRIC 


PRIVATE INTERIOR TELEPHONE SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, IIlinois 





Sales and Service Offices in Principal Cities « In Canada: Canadian Telephones & Supplies, Limited, Toronto 
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Mysterious 


What is the solution to the case? 


‘im Rural Wiring 


By Walter Holmes 













a story. We 


problem of t] 


he presented us with a case, 


baffling one, too. 
has picked uy 
le clues, and the situation might 


t the tew missing 





Tis wholesaler has the facts 
and clues are plentiful, but he can't 
solve the mystery of the rural market 
in his territory. Maybe some of you 
fellows can help him put his clues 
together and solve the case. While 
it isn't typical of all farm wiring, the 
conditions in this case are prevalent 
enough to concern electrical whole- 
salers and legitimate contractors seri- 
ously. We are anxious to report how 
the situation is handled in other terri- 
tories, so will appreciate receiving 
expressions from other readers re- 
garding rural wiring today. Please 
write O. Fred. Rost, Editor, Whole- 
saler's Salesman, 330 W. 42nd St., 
New York, N. Y. 


established trade in this market 
‘I suppose your good contractors 

like to see the mail order 

houses sell this rural trade either.” 
“Ohno. Their dislike of the mail 


house is even greater 


works for cheap pay.” 
“Then it looks as though the con 


tractor’s attitude 1s respol 


‘You're rig 
‘forced out of business, sup 
plies would be sold only by a firm 

sells t 
irages every man to be his owt 


trician or hires contractors to 








tandards were suc 


and electricians 


why can't your of support to 


kind of prices these farmet 


“tr4 


clans get 


“What would happen if inspecti 
had to be done by skilled contract 


“Then the work wouldn't be dot 
Phe farmers would do without lig! 
and power because they haven't 
enough money to pay standard 


rices. 


‘As you explain it to me, I 


idea 


1 


+} lie+¢ 4 ] . > + + . 
these little fellows is just a gesturt 


> 
1 


not a policy that puts any butter 
and honey on the contractor’ 
bread.” 
‘That’s about it It is merely 


matter of not offending our regula 
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h that the work 


lat your refusal to sell 


vour established trad 
VOUr @estaviisned trace 


installations at ver 
I see ( ail 
encourage? ) Lt s 
neans ha \ ile s ‘ 
rs and most good 
in pe » OC ] s 
NY MISITICSssS \t ( sal 
ley stimulate unusual \ 
tion prices so as to. boost 
-own sales. Now do \ 
want to swing this rural 
yply business to mail orde Ises 
eave 1 he i ra 
obably no ev sto d 
il] the angies 1n —_— 1 
I wonder if we shouldn't hold 
ne and let them decide 
if policy for our firm. If 


rood will and ive 
1 business 10 
lave to trv N 
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the small contractor who 
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business to the enemy, 
xT 
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it again I guess. If 


Ss 


} ral niblic and er 
ne general public and en 









FLAMENOL': 


SMALL DIAMETER BUILDING WIRE 


IS APPROVED 


BY THE UNDERWRITERS’ LABORATORIES 





ofipoage OR teen Carte TE 1 bo ENE AMOR 
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COMPARISON OF WIRE DIMENSIONS 
Flamenol Small Diameter Building Wire, Type SN, insulated Agqronimate Over-alt oe ae 
with plasticized polyvinyl chloride compound, is approved in Aw vered | Flamer ercovered | Flam 
all sizes from No. 14 to 4/0 inclusive. (Label Service—Guide — — a — 
Card 400—119Y —File E13268) 13 Sol 21 i 038 i 
FLAMENOL HAS MANY ADVANTAGES ¢ Sig 3 a Hy : 
1. Existing buildings can be rewired inexpensively with this stra 58 46 1035 | 
wire because new raceways aren't necessary. Simply replace 2/9 Stré. 67 Ss2 35 oz 
existing wires in raceways with Flamenol. =o ; — ~ _ 











Flamenol Small Diameter Building Wire is easy to handle. 
It has a smooth, glossy wax finish. It is easy to strip and to 
pull. Moreover, this wire is available in many bright, clear 
colors which make circuit identification and testing easy. 

3. Flamenol Small Diameter Building Wire can be depended 
upon to give good service. Its insulation is superaging, high 
in dielectric and mechanical strength, flame retarding and 
resistant to moisture, oil, acids, etc. 


General Electric Company 
| Section WF-0268 ; | 
Appliance and Merchandise Department 
| Bridgeport, Connecticut | 
Sirs: Please send me Information on Flamenol 
| Building Wire _ | 
O Samples of Flamenol 
| Building Wire | 
Name | 
| 
| 


» ° ° Address 
For further information or samples, see the nearest G-E Mer- 


| = ; : . 7 City State 
chandise Distributor or mail the coupon at right. eat 
*Reg. U. S. Pat. Off. 


GENERAL @ ELECTRIC 
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Lecossicienneen 








lemic. Tall ones were going up all 











OFTEN look back to a sale ] 


put across a few years ago in 


those days of the skyscraper epi 
> 

town, but when contracts for 

e first two or three were placed 

of our customers landed the 

lectrical work, so we sold none of 
supplies. 

he fixtures for one job, we 

ned, were to be purchased later 

the owners. This was common 

wledge, and every agent, whole- 

and dealer within a radius of 


100 miles was on the job. 


learned that the man who was 
lect the fixtures was manager of 
building—a fellow who _ had 
e a reputation for being hard 
ed. .But he had to be tackled 
ut the sale across 
le wasn’t in his office when I 
ved but the door was open and 
Uked in. The first thing I no- 
| was a model of a peculiar type 
hip. I was busy looking at it 
1 he arrived. 
xcusing myself for the intrusion, 
ld him that the boat interested 
nd hoped that he wouldn’t mind 
looked at it more closely. He 
ed delighted and explained that 
as a model of a boat he was 
ling for use on the Mississippi 


4uy 


1-2-3 SOLD! 


Without realizing it, this salesman applied 


the three cardinal rules for successful selling 
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By Peter B. Hansen 


Graybar Electric 


Co., Inc. 


Minneapolis 


\s I had had some experience with 
small boats, I found many points to 
admire and told him I'd like to see 
the boat itself. 

Up to this time there wasn't a 
word said about the fact that I was 
there to sell him some lighting fix- 
tures. That was quite all right, 
though, for he was plenty congenial. 
Certainly wasn’t at all tough, so I 
figured it was best to go along and 
get down to business when the op- 
portunity looked best. 

About that time I noticed an auto- 
mobile catalog on his desk. The 
very car I had taken delivery on 
just a few days before! I asked 
him if he was interested in this car 
and he said he was but had never 
driven one. 

“You can do it just as soon as 
you put on your coat and hat,” | 
said. 

“What are you—a salesman for 
that car?” he asked suspiciously. 

“Not on your life,” I replied, 
“come on.” 

He got behind the wheel and 
headed for the river town where he 
was building the boat. We hung 
around there awhile and didn’t get 
back until noon. When he stopped 
in front of his building I extended 
my hand and thanked him for the 


good time Then I added, “I'm 
awfully sorry that you wouldn't 
give us a chance to show you our 
line of fixtures that should go in 
vour building. We really have 
something in a fixture that will do 
a real job for you.” 

“Pete,” he said, “I certainly will 
look at your fixtures. I want to see 
them today, too, because we have to 
get them hung soon and I have t 
place an order.” 

I went back to our place for a 
sample, showed it to him, told my 
story. He was sold, and by four 
that afternoon we had contacted the 
owners and I had a nice order 
tucked in my pocket. 

Lady Luck was with me that day 
all right, but consciously or uncon- 
sciously I did these vital things: 

1) Saw the buyer when he was 
ready to buy. 

2) Didn’t scare him to death with 
high pressure sales talk but, instead, 
showed interest in him and _ his 
affairs. 

3) Finished up at the critical 
time by asking for the order and 
showing the buyer that I knew my 
stuff. 

They don’t always click 1—2—3 


but that’s all there is to any sale! 
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| Ist National 
Lighting Show In Print 


SEPTEMBER, 1940 ISSUE 


Hard hitting selling copy—Successful sales plans 
Marketing and Technical ‘'Exhibits''—Financing 


IF YOU MAKE Fluorescent, incandescent 
industrial, commercial or residential 
lighting equipment or accessories — 


YOU MUST “EXHIBIT’ IN THIS SHOW-issue 





niente annonces ESSSCCCouerE . ee 





Your ''EXHIBIT'' will be seen 
by 6000 salesmen who know 


Zs 
g \ra how to sell what you make 


NN 
oe Write or wire your space reservation 


or request full details and ‘space plan’ 


fl 


330 W. 42nd St. New York, N. Y. 
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Yamples Get RESULTS 


Samples, advance cards, selling ahead, plus 

































a touch of showmanship bring him the orders 





66 UGGING sa sisa ) 11 He k ae ) a 

; frets results,” says Joe Tros in about 10 minutes returned w 

3 lair of the Electrical Supply two quarts of hot coffee. Tt did the 
Company, New Orleans, who travels trick, as he landed the fan contract 


hwest Louisiana where bavous and secured a $£Q0 order just 


a little different presentation did the 


as numerous as good roads 
“Being alert, different in’ vour trick. What's more, a bit of su 
sentation does more to arouse the showmanship helps a great deal 


istomer s interest than anything | when vou consider that a purchasing 
ve observed,” he savs. “In selling agent spends an entire day going 


. aple line pl *k out one item and through More or less ster nyped 


each call, show it, give them the interviews 
s story. It specializes vour call. 
Selling a varied line is quite a task 
a portable catalogue library, so 
wavs divide mine with season 
e items such as fans and venti 
g ing im one, lighting in another 
| strictly staple lines in still an port for direct credit 
“We have all heard that state- 


ment, ‘1 don’t need anything today.’ 


er. Coupled with the appro 
| 


ite catalogue should be a sampl 


ypen the sales talk, thus making That’s as big a gap for a sale as 

customer ask questions abou Niagara Falls. When I began sell 
products.” ing I took it seriously, thought 

e He believes strongly in the us customers meant 1 In tact the 
advance cards because he has situation became so bad_ that 

a ned that a great deal of business nick-named me ‘Future Delivery 
i s by the way side to competitors Order Joe.” 1 soon learned 1] 





ugh not announcing a call ahead customer may be stocked when you 
; ey 1 ] 1] } + ’ : 
ime. This system works espe call but he will be out soon and 
>n © ‘ ae .s . be ts 2 - ] 
“4 a ~ 1 pee" al Tee 17 siact 
well with his list of customers mavbe a competitor will slip ust 


Ww » he knows buy regularly and in “Uncle Joe” Trosclair, veteran salesman at the right time. So now ts the 
wad for Electrical Supply Company, New ‘T -s , 
large quantities, consequently Pp'Y pany =e t . ‘Let me slip you a 
e id +r" 7 Orleans, says that samples get attention age. ‘ ; 
m 1¢ _ In ul gent need of the and sales. 2. 
chandise. So he keeps in touch month. 
post card between calls \s far as competitive “cheap 


ion 


ncle Joe has found that it is under each arm. -\iter a few cold stuff’ is concerned, Trosclair has 
yn" e selling to work ahead of the replies he tackled another customer. no time. He sells them quality be- 


sons, then he has the jump on When he entered the office it was cause it lasts and lasts 
her boys. For instance last snowing outside. The office force old story of “quality, the survival 
I ‘ ] ] ] ] a +4 ¢ 7? sf ~] +t 1 
er when the cold snap hit the laughed and by the time he got as of the fittest.” Uncle Joe tops oft 

’ +] 


L 


ith, and snow invaded the sanc far as the purchasing agent Joe was his sales recipe with building good 
MW torum of the Mason Dixon, Uncle on the defensive. He put his fans will and it is his happy boast that 
started out on his pre-season down and. said, “Wait, | forgot he’s never lost a customer's good 
campaign with two sample fans something.” will in his 20 vears of selling 
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NEW PRODUCTS you can Sell 





WEATHERPROOF OUTLET 














Designed for use as an outdoor lighting 
or appliance outlet or in damp loca- 
tions. Includes cadmium-finished plate 
rubber mat for use under plate to keep 
out moisture, and a rubber cap. Cap 
attached by bead chain. General Elec- 
tric Co., Appl. & Merch. Dept., Bridge- 
port, Conn. 
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NUT RETAINER 


A 
ne 


; 


"Positive Position'’ Nut Retainer for Ser- 
vice Connection holds the nut-pressure 
bar assembly in any desired position in 
relation to the U-bolt, is now being sup- 
plied on Burndy Servits whenever nut 
retainers are specified. Available for 
all sizes of Burndy Servits from No. 6 
solid to 4/0 stranded conductors. Burndy 
Engineering Co., Inc., New York. 
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OPPORTUNITIES 


New methods and new products 
offer wholesalers’ salesmen new 
opportunities for creating interest 
and sales among their contract- 
ors, dealers, and _ industrials. 
For this reason, WHOLESALER’S 
SALESMAN uses- several pages 
each month to introduce profit- 
making newcomers. 

















OIL HEATER 





Driven-Aire’ circulating heater, model 
PC825, provides rapid and thorough 
circulation of warm air. May be oper- 
ated independently of fan unit if de- 
sired. Equipped with specially designed 
built-in electric rotor with polished 
aluminum grille, humidifier pan, two 
powerful 8" pot-type burners. Flore- 
ence Stove Co., Gardner, Mass. 
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MAGNETIC CONTACTORS 





™ 
= 


A new line designated as series 200 
Type SM heavy-duty d.c. magnetic con- 
tactors, has increased armature over- 
travel, larger contact tips, nitrided bear- 
ings. Bearing pin holes of the arma 
ture bracket are reamed so that all 
"play" is reduced and centering assured. 
Dept. 7-N-20, Westinghouse Electric and 
Manufacturing Co., East Pittsburgh, Pa 
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TOASTER SERVICE 








Complete service includes two-slice au 
tomatic ‘Toastmaster’ toaster; attractiv: 
walnut tray, and serving trays; fou 
heavy crystal appetizer dishes; toas? 
cutter. Called “De Luxe Hospitality 
Set." Several other new sets also avai 


able. McGraw Electric Co., Elgin, !! 
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DUPLEX RECEPTACLE 








ished in blue and yellow. Made of sheet MOTOR STARTER 











E-Z FIND receptacle has curved or 
dished surface which slides the plug 
prongs to the center and facilitates find- 
ing contact slots with any plug cap. 
Available in brown Bakelite or white 
cream-tinted Ivorylite. Arrow-Hart and 
Hegeman Electric Co., Hartford, Conn. 
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RESET TIMERS 








A series of automatic reset timers and 
time delay relays are furnished with 
eight terminals. Positive mechanical 
lock, magnetically operated, eliminates 
all friction and magnetic clutches and 
frees the timer of any disconnect due 
to vibration. Paragon Electric Com- 
pany, Chicago, Ill. 
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DISPLAY RACK 










Rack for displaying electrical supplies 
nas 21 trays. When loaded furnishes 
complete visibility for all items. Fin- 
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steel, 72 in. long, 30!/2 in. wide, 14!/ 
in. high. Northwest Metal Products Co.., 
Green Bay, Wis. 
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RELAY 








Type W-6 relay is designed for panel 
mounting and recommended for control 
of motors, valves, electric heaters, fire 
and burglar alarm systems, and industrial 
applications. Low current is required to 
energize the plunger type solenoid which 
actuates a tilting arm to which the 
hermetically sealed mercury contact 
switch is attached. Available for any 
voltage or cycle between 6 volts and 
230 volts, a.c. or d.c. The Mercoid 
Corp., Chicago, Ill. 
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ELECTRIC STOVE 




























Plug-In Dinette requires no special wir- 
ing, is a complete porcelain electric 
range. Cooking top is 36 in. high, has 
two cooking units—one fast and one 
medium. Oven element is reversible for 
broiling. Can be equipped for con- 
nected load of 1650-1440 or 1350 watts, 
110-115 volts. Crown Stove Works, 
Cicero, Ill. 
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Across-the-line type manual motor starter 
in sizes 'O'' and "I", for use with single 
phase and polyphase motors up to 7!/2 
H.P. Suggested for use with such pro- 
duction tools as lathes, milling machines, 
printing presses, etc. Automatic re- 
latching mechanism eliminates resetting 
as there is no intermediate or tripped 
position of starter handle. Movable and 
stationary contacts made of rounded sil- 
ver buttons. Colt's Patent Fire Arms 
Mfg. Co., Hartford, Conn. 
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RADIO NOISE FILTER 








Type IF-18 ''Quietone” radio noise filter 
designed especially for use in the home 
is rated to carry 5 amp., includes induct- 
ance and capacity in its internal circuit. 
Can be used either in the supply line to 
the radio set or in the line to a noise- 


creating electrical appliance. Bakelite 
case. Cornell-Dubilier Electric Corp., 
South Plainfield, N. J. 
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HOT PLATE 








This 1620-watt, two burner electric hot 
plate, catalog #25, is supplied in fiesta 
colors to match modern interiors. Fea- 


tures include Driver-Harris Nichrome 
element, black glazed refractory porce- 
lain bricks, heat retaining baffle, pure 
nickle lead wires, heavy steel construc- 
tion and synthetic enamel finishes. 
Kingsford Specialty Co., 3915 Powelton 
Ave., Philadelphia. 











PLUG-IN RELAY————— 





A line of plug-in relays makes it possib'e 
to remove the completely assembled re- 
lay in its case from the switchboard 
to a more convenient location for test- 
ing, etc. Terminals of each relay extend 
from rear as bayonet fingers which en- 
gage with the spring-clip receptacles as 
the relay is pushed into position. West- 
inghouse Electric and Manufacturing 
Co., East Pittsburg, Pa. 
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PORTABLE LAMP 





Big Beam No. 700, for use where port- 
able lamp of real power is needed, has 6 
in. lens and silvered reflector. Bulb has 
heavy duty horizontal filament and pre- 
focused base. Powered by four No. 6 
dry cells. U-C Lite Mfg. Co., Chi- 


cago, Ill. 
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TIME CLOCK 








For switching electric current on and off 
regularly and automatically in such ap- 
plications as control of lights, signs, in- 
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termittent firing for cil burners and 
stokers, etc. Dial of model I9IA may 
be set to | minute accuracy. On and 
off arms may be adjusted without the 
use of tools. Pressed steel cadmium 
finished case is fitted with twelve knock- 
outs and has hinged cover. Tork Cloc. 
Co., Inc., Mount Vernon, N. Y. 


Wiecntion © WHOLESALER’S SALESMAN 


OUTLET BOXES— 











Double-end outlet boxes for thin wall 
partitions found in many hotels and 
apartment buildings. Box made of shal- 
low covers (SP52C!0) and re-designed 
extension ring (SP53151). Permits in- 
stallation of two switcnes or outlets be- 
side each other in same box, but facing 
in opposite direction. Extension ring is 
4 in. square, I'/2 in. deep. General 
Electric Co., Appl. and Merch. Dept., 
Bridgeport Conn. 
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HOME COOLER FAN 





Fan for attic installation is of belted 
type, comes in three sizes from 10,500 
to 20,500 cfm, is powered by repulsion- 


start-induction motor, connected by 
V-belt. Furnished with or without shroud 
ring. Wide, deep-pitch blades and op- 
erates at relatively slow speed. Wagner 
Electric Corp., 6473 Plymouth Ave., St. 
Louis. 
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BUS-BAR BENDER 





Hydraulic Bus-Bar Bender, No. 770-BB 
will handle bars up to 4 in. wide and 
¥, in, thick. Accurate U-bends can be 
made, ranging upward from the small 
"U" with a 3!/, in. inside width. Com- 
plete tool can be had or bus bar bend- 
ing attachment can be purchased sepa- 
rately. Greenlee Tool Co., Rockford, II’. 
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ELECTRIC CLOCK 








Model No. 3H-98 self-starting electric 
clock in a ship's wheel design has brown 
plastic case, light ivory dial, black and 
gold numerals. Spokes, star decora- 
tion, bezal, motor housing are gold in 
color. Clock stands 75% in. high. Gen- 
eral Electric Co., Appliance and Mer- 
chandise Dept., Bridgeport, Conn. 
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WIRE CUTTER 





New combination snip, wire cutter, and 
splicer will cut any grade metal up to 
16 gauge, also flexible pipe and tubing. 
Tapered splicer cuts off wire insulation. 
Makes '/4 in. short cut up to I!/g in. long 
cut. Blades of chrome vanadium molyb- 
denum steel have serrated cutting edge, 
are removable. Cold rolled steel handles 
knurled for better gripping surface. 
Penn Tool Co., 2415-25 N. Howard St. 
Philadelphia. 
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SOLDERLESS CONNECTORS 





Solderless lugs and connectors have 
arched tongues, assuring maximum con- 
tact between tongue and conductor, also 
even distribution of tongue pressure 
over curve of wires held. Short, bar- 
ike ribs, projecting from inner walls of 


V-bottom collar, assist in gripping wires 


for keeps". Ilsco Copper Tube & Prod- 
ucts, Inc., 5629 Madison Road, Cin- 
cinnati, 
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TAP AND SOCKET 








Bakelite current tap No. 790 with lamp 
receptacle and two side pin taps. Spring 
brass contacts, has new easy locating 
slots. New Bakelite double socket No. 
600 for medium base lamps has modern- 
piece construction, 
Manufacturing Co., 


istic design, two 
Made by Rodale 
Inc., Emmaus, Pa. 
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RELAY 





fidget relay known as Bulletin 105 is 
signed for use on either a.c. or d.c., 


silable with contacts arranged for 
gle pole, normally open, 
closed or double throw. Relay can be 


2? a2. + 


normally 


mounted in wall type, push button box. 
Ward Leonard Electric Co., Mount Ver- 
non, N, Y. 
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CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE 


RUBBER COVERED POWER CABLES e BUILDING WIRE 





‘CRESCENT 
GENUINE 

ABC 

Armored 


Bushed 
Cable 


1. CONDUCTOR—flame retarding, 
printed showing size type of insulation 
and voltage. 


2. BUSHING—easy to insert as paper un- 
wraps from under both ends of armor 
to make room for the bushing. 


3. STEEL ARMOR—low resistance, elec- 
tro-galvanized giving longest life. 


4. Thoroughly tested at several points dur- 
ing manufacture and receiving a final 
test of 2000 volts between conductors 
and armor. 


5. CRESCENT has unexcelled facilities for 
the complete manufacture of Armored 
Bushed Cable in all its steps. When 
you buy CRESCENT A.B.C. ARMORED 
BUSHED CABLE you buy the best. Do 
not be satisfied with any substitute. 
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Jobber Co-Operation—A Permanent Policy g 
Atlanta Baltimore Boston Buffalo Chicago Cincinnati Cleveland +=] 
Detroit Indianapolis Kansas City Los Angeles Minneapolis foal 
New Orleans New York Philadelphia Pittsburgh St. Louis Sap Francisco <3] 
CRESCENT ENDURITE SUPER - AGING INSULATION 
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Shapleigh Acquires 
Simmons Hardware 


ST. LOUIS—A few weeks ago Shap- 
leigh Hardware Co., acquired the as- 
sets of Simmons Hardware and Paint 
Corp. and the business and assets 0! 
its wholly owned subsidiaries, Sin 
ons Hardware Co., Mound City 


Paint and Color Co. and Simmons 


Royal Wire Display 


PAWTUCKET, R. I.—As part of a 
merchandising plan designed to help 
wholesalers, contractors and dealers 


sell more of its wire, Royal Electric 


Co. has introduced a wire display and 
pay-off rack. Incorporated in the dis 
play are a wire-cutting device and a 
ruler f 


neasuring. Rack dimensions 
3 


r to 
are: 153 Mn wide, ] In deep 231 


Vs 


ALEA News 


NEW YORK—Going into action with 
idvertising in Architectural Forum 
and Interior Design and Decoration 
plus a series of illustrated features 
which are being released to many 
daily and weekly newspapers through- 
out the country, the American Light- 
ing Equipment Association is moving 
forward on three fronts. 

1. The Advisory Board of Design, 
under the chairmanship of William 
A. Kimbel, is at work on its study to 





CURTIS AWARD for this year went 
to Consolidated Edison Co., New 
York, and here is Darwin Curtis, 
president of Curtis Lighting, Inc., 
presenting the award to Nils T. Spell- 
man, assistant vice president of Con- 
solidated. The Augustus D. Curtis 
Award was set up by Darwin and 
Kenneth Curtis in memory of their 
father. 
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FLORIDA TRAVELER is Ward 
Grantham of Westinghouse’ Elec. 
Supply Co. Headquartering in Miami, 
Grantham hustles along the East 
Coast from Vero Beach to Key West. 
He gets into the big stuff, too, in- 
cluding the sale of elevating machin- 
ery for several bridges. 





determine how overhead lighting may 
best keep in step with contemporary 
engineering and design practice. 

2. In collaboration with the United 
States Housing Authority, a set of 
lesigns is being developed for ade 
quate overhead lighting in dwelling 
units built under that government 
iwency'’s supervision. 

3. A Specification-Certification pro- 
gram is being formulated. (See p. 13) 


Utah Sales Up 


Sales of electric appliances by all 
dealers in the territory served by the 
Utah Power & Light Company in the 
first four months of 1940 were 9.3 per 
cent above the corresponding period 
in 1939, due to better selling, im- 
proved purchasing power of the con- 
sumer in the intermountain area and a 
more general public acceptance of the 
labor-saving electrical appliances. 

Total sales for the four months by 
all dealers reached $1,789,674 com- 
pared with $1,638,463 in the corre- 
sponding period in 1939. Refrigerator 
sales for the four month period were 
67 per cent ahead of 1939 and water 
heater sales increased 9.1 per cent 
over the comparable period last year. 


$4112 in the Kitty 


A total of 25,232 wall lamps sold, 
and a fund of $4,112 in a “kitty” 
built up by power company employees 
for distribution to cooperating deaiers 
are high lights of a recent campaign 
sponsored by the Electrical Associa- 
tion of the Niagara Frontier. 

Eighty-four dealers including elec- 
trical appliance dealers, furniture 





stores, hardware and department stores 
in the Western New York area pai 
ticipated in the campaign. Bonus 
paid to dealers ranged from $5.88 


$587. The dealer made a 64 ce! 
profit on each $1.99 lamp he s iid, 
addition received 98 cents a lamp tro 


the “kitty”. On lamps sold by powe 
company employees, 50 cents a lan 


went to the salesman, ten cents w 

paid into the advertising tund a1 
7 q >| 7 

twenty cents was added to the deale1 


’ 


“kitty”. 





From Horton Manufacturing Cor 
pany comes word that A. B. Pursley 
has moved up to position of Distr 
Manager of the northern Calitori 


territory. His headquarters ill 


San Francisco. 


Special representative INOLL 
Smith is the new job ot B. S. Wood- 
man. He will headquarter in Bet 
lehem, Pa. 





T. J. Newcomb will head up the ne\ 
Domestic Refrigeration and Laundr 
Equipment Department of the West 
inghouse Merchandising Division. The 
new department is the result of con 
bining the Domestic Refrigeration and 
Laundry Equipment Departments. 


To the Phototechnical Division 
the Wabash Photolamp Corp. comes 
Rush Munder who will act in an ad 
visory and research capacity as well 
as in general sales development. 


> > 
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SHOW ’EM TO SELL ’EM is «a 
good idea, and Royal Electric is mak 
ing this revolving display stand avail 
able to dealers for nix when the 
buy 250 fuses. Harold L. Henchey v 
Royal Electric, gives one of the stand 
the once over. 
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Casco Enters 
Appliance Field 


BRIDGEPORT, CONN.—With the 
nnouncement that the Casco Prod- 
icts Corp. has established an appli- 
nce manufacturing division, also 
ymes the news that A. O. Samuels, 
yrmer president of Samson-United 
irp., has joined Casco as general 
anager of the new division. 

Mr. Samuels brings to the company 
18 years of appliance sales and mer- 
handising experience. He has also 
nvented a number of devices in the 
ppliance field, most prominent among 
hem being the rubber-bladed electric 
in. Jack Schenberg, who was for- 
erly at Samson-United as assistant 
ecretary and director of merchandis- 
ng, is assistant manager of the Casco 
ippliance division. Up to now the 
asco organization has specialized on 
the manufacture of electrical automo- 
Production has al- 
idy started on one of the new ap- 
liance lines—electric heating pads. 


ve accessories, 


League Celebrates 
With Explorer Coronado 


On September 9, 10, and 11, elec- 
trical men and women from many 
parts of the nation will join with the 
Rocky Mountain Electrical League, 
the State of New Mexico and the City 

| Albuquerque in celebrating the 
400th Anniversary of Coronado’s ex- 
loration of the territory now known 

New Mexico. 

The following bit from the impres- 

ve and colorful invitation states the 

m of the fall meeting: “The Elec- 
rical Crusaders from all parts of the 

tion likewise will pause in their pil- 
grimage, there to plan new destina- 

ns and to envisage further conquests 
behalf of civilization.” 


(. E. Adds Distributors 


Mid-State Electrical Supply Co., 
nchburg, Va., has been appointed 
tributor for General Electric wir- 
materials, insulating materials, 
1 Deltabeston wires and cables, con- 
ies to distribute G.E. clocks and 
ting devices. 
raves Electric Supply Co., Green- 
S. Car., a distributor of G.E. 
motive products, Deltabeston wires 
cables, insulating and wiring ma- 


als, has added the G.E. line of 


ks and heating devices. 
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AMERICA’S 
No.1 VALUE 








Here is the biggest Vent Fan value today. Nothing approaches 


it in quality, performance, and price. Features like these are 


unusual—enclosed motor with large oil reservoirs, chrome 


plated fan blades, streamline design, square panel for easy 


mounting, adjustable conduit box, horizontal or vertical opera- 


tion. List prices: 


Write for complete information now. 





SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 


Offices in all principal cities 








va" 4 The Ultra 
¢ Modern. 
Line 


Samples are yours 
for the asking. 





KNOX PORCELAIN CORPORATION 
KNOXVILLE TENNESSEE, U.S.A. 

















Ground Clamps 


a a . Sherman Ground Clamps are uniformly 
9 \! easy to install, and insure positive con- 
tact. They are made of finest materials, 
on high production, precision machines 
which insure top quality at lowest cost. 


It pays to stock and sell the Sherman 
line. With Sherman you can supply the 
RIGID GROUND right clamp for every job—and once 

FITTING you sell them you'll find they REPEAT. 


Type GF2 — solder or 
solderless fitting for rigid 
conduit. With soldering 
lug. Pipe clamp may be 
reversed for use with 
ground rod and thin wail 
conduit. A full size, heavy 
duty fitting. 


“BONDROD"—Today’s 
Finest Ground Rod Clamp 


""Bondrod"’ ground 
rod clamp. Heavy 








STRAP TYPE 
PRE-FORMED — EXCLUSIVE easing ag 
ROLLED END 


cup point. Strong 
one-piece construc- 
tion. 


Ground clamp of patented con- 
struction. Wire may be soldered 
to roll end, or clamped under 
washer. Made of pure copper, 
partially formed for easy installa- 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 


FL SCO 


SOLDERLESS CONNECTORS 
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MORE | 


INDUSTRIAL WIRING 
Is Going On | 


are approved by 
cha —" BPE «2 o 


UNDERWRITERS 
LABORATORIES 


under new May 1, 1940 Standard 


- . for Pressure Wire Connectors. 


be 


EHS | 
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B&D CLEATS! 


An increasing use of B&D Cleats on new in- 
dustrial wiring jobs bears proof to the old 
adage of “Survival of the Fittest’. Used for 
more than forty years, the safety of industrial 
jobs wired with open cables supported by 








porcelain B&D Cleats, especially for overhead Thev’re better than ever (look 
spans, has been proved by generations of ’ 
trouble-free service. The economy of this sys- at the illustration) to make 


tem of wiring is a matter of record. In addi- 
tion your contractors get ready accessibility, 


ease of making extensions, alterations, tapping your every connection a “for 
branch or feeder lines—and ease of inspec- Se ? ‘ 
tion, the entire system beng in plain sight. keeps connection: 


To top it all he gets a system with increased 
heat dissipation, and, therefore, greater cur- 


1 Cee Saperay: Write today for samples. 


Push B&D Cleats for industrial wiring to 
increase your sales of porcelain insulators. 


ILSCO COPPER TUBE 


5629 MADISON ROAD ---— CIN.,O. 














SUPPLY SALES at General Electri: 
Supply’s house at Miami, are the re- 
sponsibility of Fred C. Elwes, who 
has been under the General Electric 
banner for about 17 of the past 20 
years. A few years experience in 
wiring also enables him to do a bette) 
job in managing a wholesale house. 





Hickman Tye Moving 


VICTORIA, B. C.—Increasing bus 
ness and confidence in the future hay 
prompted Hickman Tye Hardwat 
Co., Ltd., this city, wholesalers of hard 
ware and electrical lines, to purchas 
the Haggerty Building on View St 
The four-story concrete building is bh 

| ing completely remodeled with the i 

| corporation of the latest development 
in lighting, displaying, warehouse and 
shipping facilities. 

McLennan, McFeely & Prior, Ltd 
has increased the size of its bran 
here by purchasing the Bishop Blo 
which adjoins the present locatior 

he first floors of both buildings will 
be consolidated to provide betwee 
13,000 and 14,000 square feet of di 
play space. The basement and _ s¢ 
ond floor of the new building will 
used for additional warehousing spa 


Westinghouse Building 


MANSFIELD, OHIO—Work cor 
tinues to go ahead fast on the $1,50! 
000 plant expansion program recent!) 
launched by the Westinghouse met 

| chandising division here. Last mont 
WHOLESALER’S SALESMAN announ 
that construction had started on 
metal stamping building. Work will 

| start shortly on a warehouse providing 
126,000 sq. ft. of floor space and ci 
ing $560,000. Another item on 
program is the additional construct 
of two stories on one of the n 
buildings of the plant. 
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Capacitors— Westinghouse Elec. & ro 


MO a 7 Yon a Mfg. Co., East Pittsburgh, Pa., has ' 
published catalog section 49-275 which 
describes internally water-cooled ca 


©] N e we Oo D U CTs pacitors for high frequency service. 





Clamps for Fuse Clips—A_ broadside 
from Trico Fuse Mfg. Co., Milwaukee, 














Amplifiers—Thordarson Electric Mfg. giving the dope on the effectiveness ot 
Co., Chicago, titles its new 11l-page Kliplok Clamps in locking fuses and 
yooklet “Amplifiers by Thordarson.” clips together. 

Pictures and specifications make an at 


tractive showing of the line. 
Electrical Connector Guide—Burndy 


Book Stack Illumination Goodrich Engineering Co., Inc., New York, has 
Electric Company, Chicago, IIl., in put out a handy booklet which in 
bulletin No. 92 covers problems of cludes a chart for proper selection of 
llumination of book stacks in an at- electrical connectors, check-up pro 


tractive mailing piece. cedure forms, ete. 











R. E. A. ALLOTMENTS 
APPROVED 


(July | to July 17) 










































































Mem- Mem- 
Town Miles bers Amount Town Miles bers Amount 
ALABAMA MONTANA 
eee 324. ...2,187. . $330,000 Absarokee 269 505 284,000 
entre 260. ...1,377... . 158,009 NEW HAMPSHIRE 
Brewton 138 400 95 000 
Sesuanes 185. ...1,365... 281.000 dn sea ae. RAO... 
Fort Payne 425. ...2/346... 312,000 NORTH CAROLINA 
S ++ sted 18 1°47. 131'000 Canton 136 577... 135,000 
\ Sheffield 125.785. 157,000 Cornelius 205... ..752... 203,000 
ARKANSAS ; Lexington 332 1,160 320,001 
il Condes ig0 505 144.001 Marshall 107 524 125,009 
Fayetteville 67 207 58,009 NORTH DAKOTA 
1s Texarkana 110 325 83,000 Whitman 18 30 15,000 
G COLORADO OHIO : 
Dove Creek 73... 327... 87.000 New Concord 217... 863... 198,000 
he Durango 180 383 155,000 St. Clairsville 153 470 147,00) 
7 Pueblo 104 432... 108,000 OKLAHOMA 
FLORIDA Ada 205 690 175 009 x im Py Py ‘ 
nt Keystone Heights 166 578 137,000 Kinafisher 138 28! 100,000 rt EMOV EK ON K s AP - 
' GEORGIA ow on ee _ —_ : — 
a sy = .~ ao Vinita 105 365 92.009 rR El LA K 1 i kK Li NX hk 
astTman ‘ 
b Millen 136... 500... 100,000 a te - — 
Vienna 29! 846... .250,000 orvallis — 4h “©. "WH" 
| viens a6 250 en 2c $8 THAT'S ALL WITH 
«stil ‘ pom — Redmond 245 646... 244.000 
wanes PENNSYLVANIA 
; : Brookville 239 694 200,000 
| nome" a uae Beet i ee 6 SHAWMUT 
Sesieds 214. 87% 169'000 Martinsburg 189 627 175,000 
eC Princeton 445... 996. 355,000 Soeneraae ..... 2... aa 
INDIANA SQUTH CAROLINA 
ter 283. ...1,049... 267,000 
Remeoey I 2.103. z s 2e §SHUR-LAG 
eee...» ME -.. 28... ae Walterboro 229... 770... 196,000 = 
Warsaw . 57... 204... ..63,000 bc oa ‘o ne 
" IOWA untington , 7a BY = 
doameas 190 50! 182,000 Rogersville 310 2,905 440,000 LL EN EW A BLE 
Cresco 377... 974... 343/000 TEXAS 
Estherville 180... 425... . 155.000 Abilene | 395... . 937... 287,000 
Glidden 118 292 95,000 Big Spring 165 457 144,000 
lowa Falls 269... 603... 239/000 Childress . 274... ..576... 218,000 
Pocahontas 258.... 531... 200,000 tee wa 4 my —_ 
KANSAS ecatur .. i wr , x 
t ek ..........0b... ie... Giddings $80. .2.580.-. 573.000 — as 
Goddard 185 400 108,000 Joh Cit 1.00! 1.926. 610. 
Solomen 185... 372... 140,000 pi i ' a _—_ 
' LaGrange 145 484... 109,000 
KENTUCKY Sealy 239 605... . 163,000 
0 Brandenburg 101 400... 100,000 Tulia . 182 258... 114,000 — 
a MAINE VERMONT (Ohe CHASE-SHAW MUT 
ingrean 58 298 84,000 East Montpelier . 263 850... .233,000 cs, 
nie MARYLAND Eden Mills 182 472... . 157,000 COMPANY 
“ Deaton 243 530... . 186,000 WASHINGTON 
4 MINMESOTA | Centerville ; 77 250... . 100,000 
Grand Rapids 266 880... 233,000 Davenport 592 605... 438,000 
n MISSISSIPPI Daven ...... vosee 291... . 163,000 
" Batesville 92.....438.... 84,000 Kelso .......--+.++-52.....223... 55,000 
ie Laurel . 125 403 94,000 Prosser . eee 89.....265 . 82,000 
ding McComb 260 195 208/000 Waterville 94.....116 72,000 
Ci MISSOURI WISCONSIN 
Higgiasville 298 734 258,000 Superior ... 50 166 50,000 
Lic ing. 344 820 339,000 — 7 . 
Maryville 412. ...1,072. .. .360,000 ee — NEWBURYPORT 
- Mexico . 100 227... ..75,000 Total ....... 18,876 61,188 $16,506,500 ’ 
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* MODERN 
* HIGH QUALITY 
* WIDELY USED 








It Pays to Stock 

















Contractors and Architects use Illinois 
Porcelain extensively because they find 
it pays to use these modern, well-fin- 
ished, good-appearing products that 
are exact as to dimensions, that are 
easy to install, and that are made for 
permanence. 

An iron-clad Wholesalers’ policy pro- 
tects you. Keep a large stock of IIli- 
nois Porcelain and build your Knob, 
Tube, and Cleat 
sales. Each carries 
the Underwriters’ 
Laboratories label. 





CLEATS 


Standard one, t wo, 
and three wire types 





STANDARD TUBES 


In sizes 2 to 48 in- 
ches long, 5/16 to 3 
inch diameter in fol- 
lowing types: un- 
ote glazed, split, 
floor, split floor, head- —genuine leather 
less, curved end, washer—code _ stand- 
crossover split, and ard. They don’t chip 
crossover. Diameters when driven in and 
all uniform both in- they do stay in place 

side and outside. and have a firm grip. 


ILLINOIS 


ELECTRIC PORCELAIN CO. 
Macomb Ilinois 





KNOBS 


Cement coated—nail 


ILLINOIS 





. . » FOR TOP QUALITY 


oo Exact DIMENSIONS 


40 








| 
| 
| 
| 
| 





Electrical Products—are listed in the 
Coltalog, a quick reference listing of 
electrical products made by Colt Patent 
Fire Arms Manufacturing Co., Hart 
ford, Conn. 


Electric Saws—‘Portable Electric Saw 
Handbook” is the title of a 24-page 
booklet put out by Black and Decker, 
Towson, Md. Pictures and descriptive 
material make an interesting as well 
as informative piece. 


Floodlights—T wo page illustrated leaf 
let 61-854 which describes the com- 
plete lines of types A-8 and A-10 uni- 
versal floodlights has just been an- 
nounced by Westinghouse Electric & 
Manufacturing Co., East Pittsburgh, 
Pa., Department 8-N-48. 


Fluorescents—A four-page bulletin on 
fluorescent-lamp power-factor correc- 
tion includes pertinent tables. Avail- 
able from Aerovox Corp., New Bed- 
ford, Mass. 


Fluorescent Adapters — Four page 
folder of The Spero Electric Corp., 
Cleveland, illustrates fluorescent adapt- 
ers and gives necessary statistics. 


Fluorescent Fixtures—Gruber Broth- 
ers, New York, announce the release of 
folio 40F covering a number of fluores- 
cent fixtures for commercial, industrial, 
and residential applications 


TRICO PRODUCTS 


have stepped up sales 
for Wholesalers every- 
where. 


Every item is outstand- 
ingly different — rec- 
ognized for quality 
nationally advertised 
and above all, sold 
under a_ controlled 
“THRU THE WHOLE- 
SALER" policy that 
builds a solid profitable 
business for you. 


FOR PRESTIGE-- 
FOR PROFIT-- 
SELL 


TRICO 


Get complete details 
from your TRICO rep- 


resentative or write us. 
WRITE FOR FOLDER CPF-300 


TRICO FUSE MFG. CO., Milwaukee, Wis. 





In Canada: IRVING SMITH LIMITED, Montreal 
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NOW IN PITTSBURGH for Cut- 
ler-Hammer. Before joining the sales 
engineering staff there, O. P. Robin- 
son was selling in the Chicago area. 
Robinson is a graduate electrical en- 
gineer of Armour Tech, so he has 
the theoretical background as well 
the practical. 





) 


Fluorescent Lighting—A_ practical 
page guide to the application of flu 


escent lamps and equipment is put out 


by Westinghouse Lamp Divisio 
Bloomfield, N. J. Contains answer 
to many questions concerning the 


lamps. 


Lighting—Claude Banks Co., Detr 
Mich., issued two booklets A. I. A. I 
31 F, one on lens lighting and one 

display window lighting Both ha 
diagrams, illustrations, and pertine 
factual material. 


Lighting Equipment—\Vell illustrat 
and with detailed information, inclu 
ing price lists, is Bulletin No. 41 | 
out of Kliegl Bros., New York, 
describe numerous types of lighti 
equipment for various applications 


Meter Connection Blocks—Corcora 
srown Lamp Div. of Electric Aut 
Lite Co., Cincinnati, Ohio, has issu 
a catalog covering meter connecti 


blocks, polyphase meter test cabinets 


and test blocks, and combination set 
ice cabinets. 


Motors — Illustrations, construct 
features, and specific details of s| 


phase motors are contained in 4-pag« 


leaflet released by Century Elect 
Co., St. Louis, Mo. 


Tubing—Irvington Varnish & Insula 
tor Co., Irvington, N. J., recent! 
issued a bulletin which covers nin 
features of extruded tubing cal 
Type XTE-30 and contains samp 
gives sizes, specifies colors, and 
prices. 
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put 


» 1940 
















Li ne Utilities 
Industrials Railroads 


fits) 








































sell 


don’t—needs 


Every customer you and 


many you tape. 


Build good will and good busi- 


ness with Accurate—the tape 
line that has everything. Ac- 


curate tapes are made by special- 
ists in the tape industry's most 
Sell Accurate 


modern plant. 


' 
how. 


THE ACCURATE LINE 


ALBATROSS Friction Tape 
ACCURATE Blue Tape 
ACCURATE § Specification 
Tapes 
ACCURATE 
Tapes 
ACCURATE 
ACCURATE 
Tapes 
ACCURATE 
Tapes 


ACCURATE 





Friction 
Super- Service Friction 


Rubber Tape 


Specification Rubber 
Rubber 


Super - Service 


Speed Splice 


WAREHOUSE STOCKS: 





‘ew York Boston Philadelphia 
Atlanta Detroit Chicago 

I Angeles San Francisco Buffalo 
Pittsburgh Cleveland Baltimore 
EXCLUSIVELY TAPE MANUFACTURERS 






FOR OVER A QUARTER OF A CENTURY 


r 


GARFIELD, N. J. 


‘tts. 


] 








| 


' 
| 
} 
| 
| 
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Instrument Transformer Metering 
Equipment—Four page folder by 
Anchor Mfg. Co., Boston, Mass., gives 
complete specifications on their instru- 
ment transformer metering equipment 
for socket type meters and through 


type current transformers. 


Fluorescent Lighting—Forty-six pages 
of charts, diagrams, tables and pho- 
tographs on fluorescents make up Bul- 
letin 40 put out by Benjamin Electric 
Mfg. Co., Des Plaines, IIl. 


Meters—Booklet put out by Burton- 
Rogers Co., Boston, gives facts on am- 
meters, voltmeters, milliammeters, 


switchboards and portable instruments 


Self-Locking Nuts—4 page folder out- 
lines features and applications of self- 


| locking nuts made by Elastic Stop Nut 


| 
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| edition 


Corp., Union, N. J. 


Cook Book—General Electric 

sridgeport, Conn., has published a 1940 
cook book, “The New Art of 
Simplified Cooking”, designed to fit 
all sexes, pocketbooks, occasions, and 
altitudes. The book may be obtained 
only through G.E. distributors and 
dealers. 


Co., 


Panel Instruments—Catalog 4120 com- 
prises 8 pages of specifications, data, 
illustrations and the back page has 
dimensions of panel instruments man- 
ufactured by Roller-Smith Co., Bethle- 
hem, Pa. 


Mercury Vapor Transformers—The 
Acme Electric & Mfg. Co., Cuba, 
N. Y., has a booklet “Light for 
Work” which describes and _ illus- 


trates their mercury vapor transform- 
ers for indoor and outdoor applica- 
tions, as well as containing charts and 


diagrams to help determine proper 
lighting in plants. 

Resistors—Hardwick, Hindle,  Inc., 
Newark, N. J., has a catalog sheet 


which gives pertinent facts about their 
new Blue Ribbon Resistors. 


Infra-Red Lamps—Fostoria Pressed 
Steel Corp., Fostoria, O., has issued 
a booklet featuring para-sphere reflec- 
tor assemblies to accommodate infra- 
red lamps. Specifications, installation 
and operation data are given. 


Lockers and Files—Leaflets descrip- 
tive of a line of lockers and files have 
recently been issued by _ All-Steel- 
Equip Co., Aurora, III. 






















FLOOR BOXES 
and 


WIRING 
SPECIALTIES 


No. 284 Duplex 
Receptacle Nozle 


" s 
72" bras 
xtension. 


























With 
ipe © 
N eatest an 
most compact it- 
ting obtainable. 
so available 
. " pipe e%- 
with ¥%4 Fyllman 





















lex 
Nozzles. 









een 


No. 470 Pipe oF Conduit 

















Hanger 
A 4 tue ns 
Pipe suppor. ipe 
freely, allowing = at 


\lel 
run parright angles 
to beam 
away 
with drill- 
ing of use 
of straps. 


m to 
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330 “Latrobe” 
Thumb Utility 






















To be used in 
wood installa- 
$ and other 
free 







tion 
locations 
from moisture 
mechanical 




























or 
injury: 


© The Latrobe Line is complete 
for all residential, commercial, 
and industrial requirements. In 
addition, the entire line is de- 
signed with the idea of reducing 
installation time . . . an impor- 
tant point to consider when se- 
lecting floor boxes and wiring 
specialties 


White for details TODAY! 
FULLMAN MFG. CO. 


LATROBE . PENNA. 













The MOST COMPLETE 


LINE OF @ 











LARGEST 
VARIETY of 
types, and a 
COMPLETE 
range of sizes 
For all kinds of 
conductors 

Popular con- 
nector at left is 
carried in stock 
in ALL sizes, 
up to 1,000,000 
CM. Furnished 
with or without 
retainer. 

ANY MATE- 
RIAL — Hard- 
ware Bronze, 
Silicon Bronze, 
Aluminum 






















MILLIONS IN USE and 
never one rejection due to per- 
formance or workmanship. Can 
be re-used over and over. 

MADE IN OUR OWN 
PLANT under engineering 
supervision. Bodies and nuts 
precision machine-threaded for 
perfect fit. No sharp edges. 
































ALUMINUM Con- 
nectors machined from 
hard drawn rod, with 
forged spacers. 

















SERVICE POST 
onnectors tor one 
or more conductors; 
Many types. 













SERVICE _ EN- 
TRANCE Connectors 
with extruded copper 
bodies, Everdur 
screws. 


TELEPHONE 
Service Connectors, 
brass rod—plain, nick- 
el plated or tinned. 


AND THOUSANDS MORE. 
Every connector Dependable. 
Preferred by leading utilities 
and “industrials,” and manufac- 
turers of electrical equipment. 

Write for Catalog. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. 










Sold by Leading Jobbers 









































Conductor Fittings 





Cutler-Hammer, 
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A New Phone 








Available in 8, 4, 1 and 0 button 
sizes. Quality that speaks for itself 


S. H. COUCH COMPANY, INC. 


NORTH QUINCY, MASS. 














SODER STAINLESS 
= STEEL 








é i @ALLEN Stainless Steel 
Soder 

@ALLEN Stainless Steel 
Flux 

@ALLEN Stainless Steel 
Polish 


Send your letterhead 
for FREE SAMPLES and 
Booklet. 








6719-6733 BRYN MAWR AVE 
CHICAGO. ILLINOIS 











"“SNAPSTRIP" 












® Fluorescent Lighting Strip 

@® One-Lamp Units or Continuous Lengths 

@® Complete Line of Directional Reflectors 
® Write for Catalog @ 


SPLAYLITE 
57 Cliff St. Boston, Mass. 





























Customers are at- 
tracted by the all- 
colored shockproof 
top and the clear 
mica window. The 
color-banded car- 
ton and the at- 
tractive 7-color 
display box also 


= gh A COLOR TELLS SIZE 


PROFITS for you. niet outa 


Always "THRU THE WHOLESALER" 










TRICO FUSE MFG. CO 
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